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TREND OF THE YEAR 
HAS BEEN FOR BETTER 


Survey of Underwriting Condi- | 


tions Impels Admission of 
Marked Improvement 


BRIGHT PROSPECTS AHEAD 


View Incoming Year With Anticipation 
of Business Progress, With Con- 
ditions Basically Sound 





By GEORGE A. WATSON 


NEW YORK, Dec. 30.—A calm sur- 
vey of general underwriting conditions 
during 1924, now that the year is all but 
ended, impels the admission that in spite 
of its many setbacks, the trend for the 
period has been distinctly toward better 
things. Company executives and the 


thousands of agents in all sections of the | 


country are justified in viewing the in- 
year with a feeling of pro- 
nounced optimism. 


coming 


Conditions Are Sound 


Basically industrial and economic con- | 


ditions are sound. Heartened by the re- 
sult of the November elections and the 
assurance that the great majority of the 


people of the land are squarely behind 


President Coolidge and his Conserva- 


tively progressive policies, manufactur- | 


ers and merchants feel that they may 


now manufacture or purchase goods in | 


proper quantities and that these will be 
disposed of at reasonable profits. 
mills are opening up blast furnaces long 


idle, and the railways are prepared to | 


spend millions of dollars in betterments 
so that they may be equipped to properly 
handle anticipated increased _ traffic. 
building operations are proceeding at a 
scale that guarantees the profitable em- 
ployment of labor for a long time, and 
that in turn means continued buying by 
the workers. The number of unemployed 
is steadily diminishing, and with the 
progressive resumption of industry and 
the limitations upon immigration, it is 
predicted that in the very near future no 
man qualified to work, and desiring to 
de so, need be without employment. 


Thrift Is Evident 


While the American people have been 
accused of being the most reckless 
spenders in the world, the charge hardly 
lies in view of the tremendous writings 
ot the life insurance companies and the 
great increase in savings accounts by 
the banks and trust companies, suffi- 
ciently attesting that if our people spend 
treely, they likewise take thought for the 


Steel | 


| actuary 


morrow, and are putting a considerable | 


part of their earnings into thrift ac- 
Counts of one kind or another. 

It is unfortunately too true that we 
ve gullibles still with us, and doubt- 
‘ess we always will, hence “sucker lists” 
are still used by fakers for selling swamp 
lands in Florida, and shares in gold mines 
- Ireland. Millions of dollars and prob- 
ably hundreds of millions were filched 
trom the pockets of gudgeons last year 
(CONTINUED ON PAGE 25) 
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'IS ASSISTANT MANAGER 


| TAYLOR WITH ASSOCIATION 


Prominent Figure Among Life Com- 
pany Officials Resigns Post With At- 
lantic Life to Join Life Presidents 


NEW YORK, Dec. 30.—Manager 
George T. Wight of the Association of 
Life Insurance Presidents has an- 
|} nounced the election of Charles G. 
Taylor, Jr., of Richmond, Va., to the 
newly created office of assistant man- 
ager and actuary of that organization. 
| This action was taken at this week's 
| meeting of the executive committee of 
the association. Mr. Taylor will assume 
his new duties the latter part of Jan- 
uary, the exact time depending upon 
when he can be released from his pres- 
ent official duties as vice-president and 





— my 








CHARLES G. TAYLOR, JR. 


of the Atlantic Life of Rich- 


mond. 
Mr. Tayler’s Career 


Mr. Taylor comes to the Association 
of Life Insurance Presidents with a 
background of 20 years’ active experi- 
ence in the life insurance business. Born 
in Petersburg, Va., on May 24, 1883, he 
attended private school there and fin- 
ished in the public schools of Richmond, 
Va. His business career began as a 
stenographer in the Richmond office of 
the Fidelity & Casualty. 

He entered the life insurance field 
shortly thereafter, when he became con- 
nected with the Richmond office of the 
Mutual Life of New York... In 1906, he 
became the actuary of the insurance 
department of Virginia under Col. 
Joseph Button. During his incumbency 
there he was a member of the commit- 
tee on blanks of the National Conven- 
tion of Insurance Commissioners. 

On September 1, 1908, Mr. Taylor 
became secretary and actuary of the 
South Atlantic Life, which later changed 
its name to the Atlantic Life. He has 
been with that corporation ever since, 
having become its vice-president and 
actuary on April 1, 1914. He became a 

(CONTINUED ON PAGE 25) 





WOULD ABOLISH TAX | 


CHANGES PROPOSED BY BAKER | 


Re- | 
moval of Premium Tax as Means 
of Saving $1,500,000 


Kansas Superintendent Suggests 


TOPEKA, KANS., Dec. 30.—Super- | 
intendent Baker has two proposals which 
he wants the coming legislature to con- 
sider and investigate. One is the ques- 
tion of abolishing the premium tax on 
insurance premiums and the other is the 
revision of the insurance laws and mak- 
ing the Kansas insurance statutes mod- 
ern and up-to-date. 

He doesn’t have much hope of either 
proposal going through the legislature 
at the 1925 session but he does hope for 


| 


the authorization of a commission to 
study and revise the insurance laws of | 
the state and to study and make some | 
recommendations on the premium tax 
question. 
Question Propriety of Tax 
“The propriety of taxing insurance 


premiums is a question worthy of very 

detailed investigation,” said Mr. Baker 

“Such an indirect tax is inordinately ex- | 
pensive to the citizens of the state. If 
the removal of the premium tax would 
be followed by a corresponding reduc- 
tion in the premiums an amount in ex- 
cess of $1,500,000 a year would be saved 
the insurance-buying public of this state 


and with a loss of only . $750,000 in | 
taxes.” 
The superintendent does not expect | 


the next legislature to undertake directly 


the revision of the insurance laws but | 
he hopes that some steps toward this 
end will be taken. “The growth and 
development of the insurance business | 


in Kansas makes it almost a necessity 


for our present insurance laws to be 
revised,” he said. 
Would Abolish Double Grace 
Among the recommendations which 


Mr. Baker will present to the next ses- | 
sion of the legislature is a proposal to 
change the life insurance law to abolish 


the present double grace period. By 
the terms of the present law there is a 
30-day grace for the payment of pre- | 


miums after the anniversary date of the | 
policy. After this one grace period has 
expired, then the company must serve 
the notice of intention to forfeit the 
policy and wait another 30 days betoue 
the actual forfeiture can be declared. 
This gives the policyholder 60 days in 
which to pay his premium and the su- 
perintendent of insurance believes this 
is too long a period and that the com- 
panies are deprived of their funds and | 
property. This law was the subiect of 
a discussion before the last meeting ol! | 
the Association of Life Insurance Coun- | 


| cil and the evils of such a system were 


outlined by Burton P. Sears of the Kan- 
sel and the evils of such a svstem were 

Mr. Baker also will recommend that 
the premium rote law be changed so 
that the sale of a premium note to pur- 
chaser, innocent or otherwise, should 
he made misdemeanor in Kansas and 
thus stop entirely the sale of premium 
notes under any circumstances. He also 
set certain standards for agents of all 
classes and provided statutory authority 
for the qualification of agents. 


SOME OBSERVATIONS 
ON THE LAST YEAR 


Progress That Life Insurance 
Made and Some Outstanding 
Features 


RECORD ON NEW BUSINESS 


Public Has Gotten a Much Better Un- 
derstanding of the Benefits and 
Scope of Indemnity 


By HENRY F. TYRRELL 
Legisiative Counsel Northwestern 
Mutual Life 


American legal reserve life 
nies issued policies to the approximate 
amount $14,500,000,000 in the year 
1924, thereby establishing a _ record 


which many think will stand for some 


compa- 


of 


Henry F. Tyrrell, legislative | 
counsel of the Northwestern Mu- | 
tual Life, is one of the best known | 
figures in the life insurance frater- 
nity. He is personally acquainted 
with all the insurance commis- | 
sioners and their deputies. He | 
knows the life company officials. | 
He is a man of sagacity and al- | 
most unerring judgment when it 
comes to deciding on a question 
of public relations in connection | 
with life insurance. For the last | 
few years Mr. Tyrrell has been 
asked to make a review of life in- 
surance at the close of the year, 
making some observations on the 
developments of the year closing. 
He has done this for 1924. 


| years to come, despite the fact that each 


succeeding year since 1914, with one ex- 
céption, has shown a gain over the pre- 
ceding year in the issuance of life insur- 
ance. 

The best data now available places its 
Ordinary life, 
$2,900,000,000, 


follows: 
Industrial, 


distribution as 
$9,180,009,000; 


|}and group, $1,430,000,000, 


It inevitable, of course, that the 


is 


| distribution of life insurance will, some 


day, reach the peak of its possibilities 
and there will be those who think it 
did so in 1924—but my own judgment is 
that it has not even approached its sum- 
mit. 
Better Understanding Seen 


Just how to account for the showing 
of 1924 not easy. Doubtless many 
incidental features entered into the ulti- 
mate accomplishment, but if a person 
were pinned down, definitely, to one 
paramount reason, he would probably 
be justified in ascribing it to a better 
understanding of life insurance on the 
part of the public. When he had done 
that, he would have meant that the pub- 
lic has come to a recognition of life in- 
surance as a real duty; that it realizes 


1s 


| that life insurance is one: of the necessi- 
| ties for family, business and estate and 


that life insurance has been placed be- 
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fore them more expertly and under bet- 
ter selling programs. 

There is no doubt that the public has 
come to a much better. understanding oi 
the splendid purposes, and the manifold 
uses of life insurance. This is shown 
in the reactions of courts, legislatures 
and the press—those three greatest 
media through which public opinion is 
so clearly reflected. There has been a 
marked tendency lately in the court de- 
cisions toward a better understanding 
of life insurance by judges and lawyers; 
the. major. legislative proposals have 
been more constructive and less petty 
and they have received much more 
earnest consideration than formerly, due 
no doubt, to the high character of the 
supervision of the business by insurance 
commissioners who no longer are mere 
“cheer leaders” for their respective gov- 
ernors, but who are, in fact, expert of- 
ficials, and certainly the press, both in- 
stitutional and lay, has shown a much 
more enlightened understanding of, and 
attitude toward, the business. 

Educational Work Done 


All this means that educational work 
of a high and consequential order has 
been done. Companies now look upon 
this sort of effort as a necessary part of 
their functions and agents have come 
to be professional men. They no longer 
sell life insurance; they prescribe it. 
They diagnose the individual needs as 
carefully and expertly as the physician 





. HENRY F. TYRRELL 
diagnoses disease and they prescribe as 
conscientiously. This necessarily im- 
presses the idea upon patrons in a sub- 
stantial way and it makes for loyalty 
and regard, rather than for distrust and 
suspicion. 

A very impressive and far-reaching 
element in the education of the public 
to the life insurance idea has been its 
consistent and persistent approval and 
promotion by banking and investment 
organizations. These excellent institu- 
tions must be given due credit for their 
part in’ the record of 1924. 


Fundamentals Recognized 


Theré are those who will be inclined 
to contend that “new ideas” had much 
to do with their record, but I prefer the 
word “something” to “much.” The 
“frills” may have attracted compara- 
tively few, but the stability and constant 
progress of life insurance depend upon 
the fundamentals, intelligently applied 
to individual needs. 

Life insurance agents had to work 
hard in 1924, but it paid. Up to 
November, the country was more or less 
excited about the presidential election 
and great doubt and unrest prevailed. 
That sort of thing always affects busi- 
ness and business always affects the 
distribution of life insurance. That the 
agents. of America were able, notwith- 
standing, to place a_ record-breaking 
amount of life. :insurance in 1924 is a 
tribute to their professional ingenuity 
and equipment. 











FIGURES ON 1924 BUSINESS SHOW 
SUBSTANTIAL GAINS OVER LAST YEAR 





business, received from the life com- 

panies in response to the request of 
THe NATIONAL UNDERWRITER, show that 
comfortable gains in new business and 
in insurance in force were enjoyed by 
practically all companies. The reports 
are in many cases only approximate fig- 


Pbceiness, receiv reports on 1924 


ORR CON og vc cecéccdcsceccessooes 
American Home, Kang.........cccssecces 
Agricultural Life 
DEED EE, Bos ccconcccecceevesscceees 
Bankers Life, Neb........c.sceeccsvesees 
Berkshire Life, Mass...........seeeee08% 
California State Life 
Capitol Life, Colo. 
Central States 
Conservative Life. 


SURG IL.  snnsintl <mananitian 


Equitable Life, Ilowa..........ccceeceeee 
Farmers Union Mutual Life............. 
Farmers & Traders Life, N. Y........... 
GPOMMO TAO, BEIGR, ccccccccccccccccsccccs 
Great Southern Life, ene 
Guardian Life, N. Y 
Great Western Assur 
Indianapolis Life 
PE Pe cache h Go RPO ee 6 OkN CONSKCS Owe 
Bememe MORSE TARO... ccccccccescccccess 
Montana Life 
Manhattan Life 
Merchants Life 
National Life & Accident..............+-+. 
BOW TIMGTORE TEGCURE. 0... ccccccccccesss 
Northern States 
Northwestern Mutual 
Northwestern Union 
Ohio National 
Phoenix Mutual 





Public Savings, Ind............... Indust 
ee, Mp cccadeetesonenun Ord. 
TY ee * err ee ee Total 


Register Life 
i  , <.ceseseebetesbevced een 
es en GE vc cccccepessovdee 
BOSS TEGO, BOOMOORG coc ccccccceccescccons 
Teachers Ins. & Annuity............555. 
United Life & Accident............... 

United Fidelity 





ures, as exact figures would not yet be 
available unless the books were closed 
before Dec. 31. The increase is very 
substantial, however, new business 
showing a gain of about 10 percent. 
The figures as sent or wired to THE Na- 
TIONAL UNDERWRITER this weeek are as 





follows: 
New paid New paid Inc. Ins. 
Bus. 1924 Bus. 1923 In force 
eee =——és«w O's 15,000,000 
891,000 673,500 305,000 
2,817,000 $ 2,329,979 $ 487,021 
134,000,000 123,176,003 56,000,000 
11,000,000 10,796,954 4,000,000 
19,850,000 17,030,172 2,819,828 
15,000,000 11,640,785 7,000,000 
8,500,000 9,030,929 3,500,000 
13,095,157 10,682,725 5,676,000 
4,647,600 5,489,60 1,600,000 
16,000,000 13,149,217 22,000,000 
3,500,000 3,622,000 2,500,000 
62,000,000 59,600,000 35,000,000 
1,502,000 2,296,250 929,500 
6,000,000 3,370,000 3,500,000 
—- é& ~Beetenes 
23,231,351 9,268,649 
43,772,689 20,000,000 
1,100,000 600,000 
9,658,095 5,942,000 
3,500,000 2,580,863 1,300,000 
210,000,000 a =68)—~—“—ts«s ee 
7,700,000 7,623,114 2,300,000 
10,500,000 12,129,479 100,000 
10,000,000 9,345,443 700,000 
17,300,350 18,037,700 39,494,000 
102,000,000 96,148,025 58,300,000 
3,483,000 2,386,000 2,600,000 
320,000,000 305,477,749 190,000,000 
—— # £# #4é“iseeenen #éé§. atone 
11,586,695 11,013,677 7,000,000 
nee — . _suwecnes 1,000,000 
45,703,000 33,524,625 12,027,000 
9,039,000 8,876,843 3,700,000 
54,742,000 42,401,468 15,727,000 
5,218,390 5,463,399 2,000,000 
800,000 a ° —~‘*pepeeeie 
7,500,000 6,301,922 5,000,000 
1,353,538 a = =——«w nce eh 
3,000,000 —-. += # s¢ecenee 
12,600,000 10,800,000 6.250,000 
7,400,000 8,000,000 3,000,000 








COMPANY MUST SHOW FALSITY 





Court Holds Against Travelers in Suit 
for Rescission of Policy for 
Misrepresentation 
NEW YORK, Dec. 30.—Justice Levy 
in the Supreme Court of New York 
county has handed down a decision that 


some proof of the presence of a disabil- | 


ity and medical attention must be shown 
before an inference unfavorable to the 
insured can be drawn from the fact 
that he has claimed the privilege exist- 
ing between the physician and patient 
The Travelers brought suit for the rescis- 


sion of the policy of Morris Pomerantz | 


on the grounds that he made misrepre- 
sentations in his application for insur- 
ance in saying that he was not de- 
formed, had no bodily or mental dis- 
ease, and had not received medical or 
surgical attention within the preceding 
five years. The company presented 
testimony which was claimed to indi- 
cate that the defendant had bodily or 
mental disease, and that he had con- 
sulted physicians and received treat- 
ment. The defendant replied that it 
was necessary for the company to prove 
that he had such bodily or mental dis- 
ease. and also that he received medical 
or physical attention within the five year 
period for such disease. 


Must Offer Proof 


In the absence of proof that the in- 
sured was deformed or had some bodily 
or mental disease, or had received some 
medical or physical attention for such 
disability, Justice Levy held that rescis- 
sion would not be granted, the plain 
intent of the language being that the 
insured had not received medical atten- 
tion within the period for the disabilities 
enumerated. The court held that where 
the plaintiff has failed to show some evi- 
dence of the falsity of the representa- 
tion, it is not warranted in drawing any 
unfavorable inference as a result of the 
defendant’s exercise of the privilege 
granted him by the statute. 


URGES CAUTION IN SELLING 


Aetna Life Bulletins Agency Force on 
“Modified Life” Policy, Warn- 
ing of Methods 


HARTFORD, CONN., Dec. 30.—The 
| new “Modified Life With Change of 
Premium at End of Five Years” plan 
of the Aetna Life is not “bargain coun- 
ter insurance,” and should not be con- 
sidered in that light, according to 
Agency Secretary K. A. Luther, who 
has sent to all general agents and man- 
| agers of the company definite instsuc- 
| tions intended to prevent any misun- 
derstanding in connection with this form 
of issuing insurance. 

After quoting three paragraphs con- 
cerning misrepresentation of this plan 
from a report approved by the National 
| Convention of Insurance Commission- 
|ers in New York, Mr. Luther says: 
| “We very urgently request all managers 
| to make absolutely certain that all of 
their agents are carefully warned not 
| to use any other name than ‘Modified 
| Life With Change of Premium at End 
of Five Years’ when describing or re- 
| ferring to this plan of insurance. 
| “The modified life policv is not bar- 
| gain counter insurance. If any agent’s 
| method of selling this plan is brought 
| to our attention as open to criticism, 
| that agent’s license will be immediately 
revoked. Also, the manager under 
whom such agent operates will be held 
responsible. Please use every expedi- 
ent to see that your company’s good 
name as well as your own high standing 
is maintained.” 








The court also held that punctuation 
in a policy, even if improper, is no more 
allowable in vitiating the obligation in- 
volved or in destroying the effect of the 
writing which assures it, than bad gram- 
mar. It may assist the court in arriving 
at a proper construction, but it will not 
be permitted to defeat the evident pur- 
| pose of the writing. 








Famous Pitcher of Cubs 
Makes Splendid Record 


As Insurance Producer 


ROVER CLEVELAND ALEX- 

ANDER ace of the Chicago cubs’ 
pitching staff does not confine his ac- 
tivities to baseball nor spend his win- 
ter seasons in idleness. He keeps him- 
self mentally and physically fit and in- 
cidentally makes a profitable investment 
of his leisure time by selling life insur- 
ance. This is his second winter with 
the Great Lakes agency of the Equitable 
Life of New York at Chicago. His life 
insurance season is short as he quite re- 
cently returned from a visit to his 
mother on the home farm in Nebraska, 
where he enjoyed several weeks of duck 
shooting. With his usual vigor, how- 
ever, he is expecting to accomplish big 
things before the end of February, when 
he goes back to Catalina with the team 
to warm up for the coming baseball sea- 
son. 

The big, genial pitcher first began his 
life insurance work last winter, associ- 
ated with W. A. Weismann, assistant 
manager of the agency. Mr. Alexander 
had spent his entire life in baseball, but 
has rapidly acquired a good working 
knowledge of the life insurance business 
as shown by the fact that he wrote ap- 
proximately $250,000 in three months 





GROVER C. ALEXANDER 


last winter, and he is planning bigger 
things this year. 

Mr. Alexander came from a Nebraska 
farm when a mere boy to enter the field 
of professional baseball. After a short 
experience in the minor leagues, he 
joined the Philadelphia National team, 
making good almost from the start. 
During the war he was a sergeant ™ 
the infantry in France, and since then 
has become the famous pitcher of the 
cubs. He became acquainted with Mr. 
Weismann last year, and the lure o! 
the life insurance business proved strong 
enough to secure his activity for the not- 
baseball season. He has some very good 
prospects lined up for the coming year, 
and will probably make a record o 
which anyone could be proud, especially 
in view of his brief insurance experience. 

Larry Walquist, right half back of the 
Bears, professional football champiots 
this year, has also been connected with 
the Great Lakes agency for the past 
year. Mr. Walquist is a college mat, 
and has already demonstrated his abil- 
ity as a life insurance salesman. 


Writes Big Group Policy 


The Connecticut General Life has 
placed a group policy on the employes 


of the Boomer-DuPont group of hote’s 
including the Waldorf-Astoria. = 


vue-Stratford and New Willard. 
plan provides insurance for about 5, 
employes and gives both life and dis 
ability insurance. 
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VALUABLE SERVICE TO 
POLICYHOLDERS GIVEN 


Work of Life Extension Insti- | 
tute Is Growing in 
Importance 


HELPS REDUCE MORTALITY 


Saving 
by 


Show That Distinct 
Afforded Companies 
Free Examinations 


Results 
Is 


NEW YORK, Dec. 31.—Public atten- 
tion has been directed toward matters of 
health to a greater and greater degree 
is recent years with the ultimate objec- 
tive of securing the best results from, 
the human values which constitute the 
basis for our national wealth. Every 
community of any pretension has its in- 
dividual units for health conservation. 
There are health centers, some giving 
general service, and others, such as the 
anti-tuberculosis leagues, concentrating 
their forces on preventing and eliminat- 
ing one special disease. Clinics have 
been established in large numbers where 
people of limited means may secure the 
best medical advice their community af- 
fords at little or no cost. The states are 
doing wonderful pieces of work of this 
character, and the nation is backing up 
every health movement with resources 
far beyond the scope of similar national 
movements of the past. Special mention 
must be made of such organizations as 
the Rockefeller Institute and the Com- 
monwealth Fund. The results of their 
specialized studies and practices can not 
be truly estimated yet for they are too 
far-reaching to be catalogued in any 
simple manner. 


Seeks to Prolong Lines 


The Life Extension Institute, is an 
organization fostered by the life insur- 
ance companies of the country. Pri- 
marily, its object is to prolong the lives 
of men who are insured, by making 
periodical examinations of their condi- 
tion of health, and giving them a full 
report of their true physical condition 
together with recommendations for im- 
Proving it. With the facts in their 
hands, it is a comparatively simple mat- 
ter for policyholders to have their own 
physicians apply the vast fund of pre- 
ventive medical knowledge to their own 
cases. It is surprising that these same 
men do not go to their own physicians 
voluntarily to secure this service. 


Poorly Supported at First 


The Life Extension Institute was 
brought into being in April, 1914, the 
Metropolitan Life being the only com- 
pany which availed itself of its services. 
The other companies were interested in 
the results, but were content to observe 
the progress of the experiment before 
joining in. Nor was the institute ready 
to serve more companies. Time and ex- 
perience were necessary to work out its 
policies and practices. Furthermore it 
took the experience of some years to 
bring to light the beneficial effects on 
the mortality of those who were exam- 
ined. By 1920 it was felt that the results 
might be checked, going over the cases 
examined in 1914 and 1915. Six thou- 
sand policyholders had been examined 
¥ those two years, and while the num- 
ad was limited, and the time elapsed 
a short to permit drawing any abso- 
me conclusions, still deductions could 
¢ made that would enable a fair esti- 
mate of the institute's possibilities. The 
+ have been made public. In an 
nett, Dr. Louis I. Dublin, statistician 
of the Metropolitan, for which company 





(CONTINUED ON PAGE 24) 





HOLD ANNUAL MEETING HAS FINANCING SCHEME 


ARRANGE VALUABLE PROGRAM ADOPTS “COMMUNITY PLAN” 


Business Men’s Assurance Will Enter- 
tain Members of 1000 Club in 
Kansas City Next Week 


KANSAS CITY, MO., Dec. 30.—The | 


Business Men’s Assurance will hold the 
annual convention of its 1000 Club in 
this city, Jan. 6-8. In addition to the 
officers and a number of the leading 
members of the sales force, J. S. Knox, 
president of the Knox School of Sales- 
manship, and W. S. Dickey, editor and 


| owner of the Kansas City Journal-Post 


and the most heavily insured man in 
the city, are on the program. It is ex- 
pected that Ben S. Paulen, governor- 
elect of Kansas, will be the chief guest 
of honor at the banquet Thursday eve- 
ning. 

The program for the meeting is an- 
nounced as follows: 

Tuesday, 9:30 a. m. 

1. Reception by officers and directors. 

2. Address of Welcome, A. I, Beach, 
mayor of Kansas City. 

3. Greetings from Chamber of Com- 


merce, James McQueeney, president, 
Chamber of Commerce. 
4. Response, Ernest House, director, 


1000 Club. 
5. Club Secretary’s Annual Report, A. 
T. Farmer, secretary, 1000 Club. 


6. Club President’s address, W. R. 
Parker, president, 1000 Club, 1925. 
7. Planning for 1925, A. W. Hogue, 


vice-president in charge of sales dept. 

8. Announcements by Entertainment 
Committee, Fred Kettler, chairman. 

9. Adjournment for luncheon at Co- 
operative Club, Hotel Baltimore. 

Tuesday, 2:00 p. m. 

10. Analysis of Our Accident and 

Health Contracts, W. T. Grant, president. 


11. Analysis of Our Life Insurance 
Contracts, J. C. Higdon, assistant’ secre- 
tary. 

12. Analysis of Our All-Ways Con- 


tracts, E. J. Montague, director of field 
service. 

13. Analysis of Our New Continuous 
Income Contracts, M .M. Studebaker, spe- 
cial home office representative. 

14. Adjournment for the day. 

Wednesday, 9:30 a, m. 
Introduction of B. M. A. Directors. 
Claim Department Service, J. H. 
vice-president in charge of 


15. 

16. 
Torrance, 
claims. 

Mr. Torrance will discuss general mat- 
ters in connection with the handling of 
claims and will be assisted by L. L. Gra- 
ham, chief claim adjuster; H. H. Sprink- 
ler and L. L. Smith, claim adjusters; 
E. F. Smith, R. D. Hipps, J. E. Kollmann, 
Mildred A. Bockemoble and W. N. Gray- 
bill, claim examiners. 

17. Building for Bigger Business, J. S. 
Knox, president, Knox School of Sales- 
manship. 

18. Adjournment for luncheon at 
Chamber of Commerce, Kansas City Ath- 
letic Club. 

Wednesday, 2:00 p. m. 

19. Value of the New Authorization 
Card Service, J. P. Baldwin, supervisor, 
California branch office. 

20. Getting the Most Out of Every 
Working Hour, F. W. Moller, supervisor, 
Indiana branch office. 

21. How to Secure Maximum Benefit 
from Use of Blank Claim Drafts and 
Claim Receipts, W. M. Jones, supervisor, 
Salt Lake City branch office. 

22. Why Men of Large Affairs Should 
Be Heavily Insured, Walter 8S. Dickey, 
owner and editor Kansas City Journal- 
Post. 

23. How and Why Membership Lists 
Can Help Make Greater Sales, L. H. Har- 
ris, supervisor for Illinois; F. J. Fleming, 
past president, 1000 Club. 

24. Best Methods and Benefits of Se- 
curing New Salesmen, A. W. Watwood, 
supervisor for South Dakota. 


25. Adjournment for the day. 
Thursday, 0:30 a. m. 

26. Travelogus of an Application, A. 
J. Rieder, secretu*y in charge of ac- 
counting. 

27. Relations witt. Underwriting and 
Medical Departments, Daisy Baker, 


assistant secretary in charge of accident 
and health underwriting; J. C. Higdon, 
assistant secretary in charge of life 
underwriting; Dr. E, F. Robinson, chief 


Farmers & Bankers Life Uses Endow- 
ment Group Policy for Handling 
Building Projects 


TOPEKA, KAN., Dec. 30.— The 
Farmers & Bankers Life of Wichita has 
developed a plan for financing the cost 
of new lodge halls, hospitals and other 
needs of fraternal, charitable and ben- 
evolent organizations. The plan has 
been copyrighted by the company and 
is the product of Ransom Stephens, 
formerly special representative of the 
Aetna Life and the development expert 
for the Farmers & Bankers. It is to be 
known as the “Community Plan” and is 
the first of the kind ever attempted in 
this country. Other plans have been 
profitably worked out in the ordinary 
life, but this plan uses group insurance. 

Used in Wichita 


The first policy under this plan was 
written to the York Rite Temple associ- 
ation of Wichita for $1,091,760, covering 
the lives of 2121 members of the asso- 
ciation. The master policy, recently 
registered with the Kansas department, 
contains the standard life provisions and 
the list of names of all the certificate 
holders. 

By the use of the plan the York Rite 
Masons of Wichita get a magnificent 
temple costing $500,000 at once and have 
it free of debt in five years and the men 
who contributed the money to pay for 
the temple have a life insurance policy 
for double the amount of the contribu- 
tion. 

The policy is written upon a 35-year 
endowment basis. George Mohrbacher, 
special representative of the company, 
negotiated the deal with the Temple as- 
sociation and brought the master policy 
to Topeka to be registered. The com- 
pany has written group insurance on the 
2121 members of the York Rite bodies, 
for $480 each. By the terms of the con- 
tract each member pays $4 a month for 
60 months to the association, a total 
of $240. From the first payments the 
first premium was paid by the associa- 
tion and the contracts made for the erec- 
tion of the temple. By the time the sec- 
ond premium of $32,000 is due the temple 
will be completed and the revenues will 
be sufficient to pay the premium, all the 
interest charges and the upkeep even if 
the building should have a vacancy of 
25 percent. Each certificate holder gave 
a note for the $236 due after the first 
premium is paid. These notes and the 
building furnished the security on which 
funds were borrowed to carry on the 
construction. As the notes are paid the 
money is applied to the building debt 
and this will be cleared in five years. 

But One Death So Far 


There has been one death in the mem- 
bership. The holder had paid one prem- 
ium of $4. The insurance paid the 
Temple association $480. From this the 
association took the $236 still due it from 
the member and paid the balance, $244, 
to the beneficiary under the policy. Any 
other deaths would be handled the same 
way. 

The “Community Pian” simply pro- 
vides for contributions for some worthy 
object covering a five year period and 


for this contribution the certificate 
holde: receives double the amount o. 
the contribution in life insurance to 


be paid at death or at the end of 35 
years. 











medical director. 


28. Personal Habits as a Factor in 





Selling, J. C. Nichols, director. 


29. Adjournment for luncheon. 
Thursday, 2:00 p. m. 

30. Question Box. 

31. Fifteen Years Along the Way, 


L. D. Ramsey, treasurer and general 
office manager. 

32. Looking Forward Into 1930, W. T. 
Grant, president. 

Final adjournment of business session. 








POSSIBILITIES OF THE 
YEAR AND REALIZATION 


What Life Agents Can Do in 
1925 to Achieve Greater 
Results 


COIN DAYS INTO DOLLARS 


Some of the Elements that Enter Into 
the Success of Life 
Salesmen 


Insurance 





By JOS, J. DEVNEY, Cleveland, 0. 


We stand upon the threshold of a 
new year. 

My, the possibilities "it holds. Fifty 
weeks in which to work; 300 blessed 
days in which to pursue a _ calling 
fraught with almost unlimited oppor- 


tunities; 2,000 hours in which to extend 
the protecting cloak of the safest sys- 
tem of finance, ancient or modern, the 
world has ever known. 

In entering upon a new year, we begin 


the expenditure of that priceless stuff ot 
which life is made—time. Now that 


If 

Mr. Devney in his interesting | 
| contribution gives some advice 

|| as to the utilization of time in 
| life insurance soliciting. He 
himself has been a student of 
life insurance production for 
many years and has analyzed 
the factors that enter into the 
life of the successful salesman. | 
He offers four valuable sugges- 
tions. The first is concentrate, 
the next is study, the third is 
work and the fourth is do your 
selling early, As Mr. Devney 
savs in the last paragraph of his 
| contribution, “Think of these 
| 








words every morning of your 
life, follow them with earnest- 
ness and intensity and you will | 
be treading the path which has 
led the great of the world to | 
victory.” 


= ~ : — 
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we are about to spend 300 days of it, 
does not simple prudence compel us to 
consider how to expend it, what price 
to ask, and how to get our price? 
Coilning Days Into Dollars 


Considered from a financial stand- 
point, days are somewhat like the paper 
from which money is made. The gov- 
ernment puts a certain stamp on a piece 
of paper and it passes for $1; on another 
piece, no larger, it puts a different im 
print and that passes for $5; still others 
of the same size are current exchange 
for $10, $20, $100, $1,000. During the 
year upon which we are now entering, 
men engaged in selling life insurance 
are going to coin their 300 days into 
bills of various denominations—some 
will make only fives, som tens, others 
twenties and still others much more. 

What are you going to coin your days 
into? Isn’t that a pertinent question, 
and isn't this the time to decide it? The 
exact results cannot be determined in 
advance, but at least we can set our 
price for 300 days’ time and make a 
strenuous fight to collect it. 

Since we each have 300 days to dis- 
pose of, and we must spend them, 
whether profitably or not, the question 
for each of us to consider is, “How am 
I going to get the highest price for my 
300 days?” 

Need to Concentrate 

If asked for a one-word sur~stion as 
to how the greatest results might be 
obtained in selling life insurance, or in 
doing anything else, I would unhesitat- 
ingly say, “concentrate.” No _ substi- 
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tute will produce the effect equal to that 
which this word embodies. Take a 
single illustration, the rays of the sun; 
distributed naturally as they come to 
the earth they produce a certain amount 
of heat. Concentrate those which spread 
over the area of but a small magnifying 
glass and the heat at the focus becomes 
intense enough to ignite wood. Human 
energies act on the same _ principle; 
the more they are concentrated, the 
greater their force. The men who have 
recently been making such tremendous 
monthly records were able to do so be- 
cause they concentrated. 

It behooves every salesman, therefore, 
who possibly can, to so arrange his 
affairs that he ean concentrate his en- 
tire energies upon the sale of life in- 
surance during 1925. 

Use of Knowledge and Skill 


The next step is to increase power 
by increasing knowledge and skill. The 
more one knows about his work and 
the greater his skill in the fine art of 
selling, the better he will be able to im- 
press prospects with confidence in his 
ability; to meet competition successfully 
or prevent it; to meet objections, force 
conviction and finally get the signature. 

Where is one to get this knowledge? 
Generally speaking, everywhere; but 
more specifically, from the company’s 
literature, from independent sales litera- 
ture, from insurance journals and from 
his own experience. In the art of sell- 
ing, every victory, every defeat, offers 
valuable lessons whose careful study 
will make one stronger to cope with 
similar conditions in the future. 

And now we come to the factor 
without which no results will accrue— 


Work! On this topic volumes have 
been written, other volumes might be 
written. It seems necessary to 


say but little about it here. Every sales- 
man who reads these lines knows that 
without effort, one cannot make a suc- 
cess, not even a living, in life insurance 
or in anything else. If a salesman is 
just naturally lazy, he needs “a good 
swift kick”—but he is likely to get a 
wife to support him. If, however, he is 
in dead earnest, all he ever needs or 
wishes for along this line is longer days. 
That is what the men who really do 
things always long for. When you be- 
gin to find the days too short, rejoice, 
you’re growing. There’s a secret in 
reaching that point—Work! 


De Your Selling Early 


Let us take a cue from the slogan, “Do 
your shopping early,” the din of which 
is just dying out of our ears. Substitute 

“selling” and we have a bit of practical 
advice. The Germans have a saying 
that the lazy man gets busy late in the 
day. The lazy life salesman goes one 
better—he gets busy late in the year 
The man who whiles away a goodly 
number of those precious 300 days is go- 
ing to find that he has coined them into 
pretty small bills when they are ex- 
hausted. Having made up your mind 
as to what denomination you are going 
to coin those days into, begin the 
minting process right now. 

Do you want a model who will teach 
you the value of concentration? Read 
Napoleon. Note the result of concen- 
trating his 30,000 men against 60,000 
trained Austrians under the valiant 
Wurmser. That old general rubbed his 
hands, exclaiming with great satisfac- 
tion, “We'll soon have that boy now.” 
But at eighty he had not learned the 


lesson of concentration; the “boy” had. 
Confident that he would defeat Na- 
poleon, but fearful lest he escape, 


Wurmser divided his army into three 
divisions of 20,000 each so as to sur- 
round him. Napoleon saw the advan- 
tage at once. As soon as the divisions 
were at such a distance apart that they 
could not be reunited quickly, he con- 
centrated the force of his 30,000 men 
and fell like a whirlwind upon each di- 
vision in turn. In less than a week, that 
proud host of 60,000 Austrians was cut 
to pieces. Forty thousand were either 
dead, wounded or prisoners; the other 
20,000 tattered, exhausted and disheart- 
ened, were glad to escape from the fury 
of Napoleon’s concentrated force. 








“METHODS THAT HAVE. PUT JOHN W. CLEGG | 
AMONG HIS COMPANY’S BIG PRODUCERS 








devote to personal production. 


Prospect List Most Valuable Asset 


1000 names, which he says is probably 
his most valuable asset, 
ing in on it continually. 
it contained some 2000 names, 
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JOHN WILLIAM CLEGG 


National Association 
Underwriters 


President of Life 


Clegg has weeded out his list, as he ad- 
vises other life underwriters to do, in 
order to keep it as up-to-date and effec- 
tive as possible. 

This list is kept in a filing case in 
his office, instantly available, and it is 
an important part of the duties of his 
secretary, Miss Margaret C. Bright, to 
see that each name card is filled out 
with as much useful information about 
the individual as Mr. Clegg has been 
able to obtain. The list is in every 
sense a live one. Additions and cor- 
rections are being made continually. 
Old Policyholders Cream of Collection 


A very large proportion of the list 
consists of men and women whom Mr. 
Clegg has already insured. He regards 
these names as the cream of his collec- 
tion, for they represent friendships 
made and persons definitely interested 
in the subject of life insurance. Such 





master mind 
concentration. If 


the life of this 
taught the value of 
you would be indelibly impressed with 
the immense advantage which knowl- 
edge gives, read Napoleon. No soldier 
ever studied the game of war and the 
conditions under which he had to fight 
—the strength and weakness of his ad- 
versaries, as he; and none ever won such 
victories. 

Take Napoleon as Example 


If you want to realize the value of 
work, and have a perennial source of 
inspiration to work—read Napoleon. 
Read of the days and nights at a 


stretch that he spent in the saddle with 
no sleep and scarcely time to eat. Read 
of him working until one or two in the 
morning; his secretaries would become 





This is but one of many instances in 


but he would sleep a few 


exhausted, 


Association of Life Underwriters, is one 


Mr. Clegg has a prospect list of about | 


for he is cash- | 
Until recently 
but Mr. 


- | other reasons, 


which | 


HILADELPHIA, PA., Dec. 30.—; persons, Mr. Clegg maintains, are 
P “Get the date of birth. This is | easier to sell again than others who 

very valuable—so valuable that | have never yet purchased life insurance. 
many successes in the life insurance | It is one of the pleasures of his life to 
business have been entirely built around | find old friends returning again 
"Seg again for additional protection as they 

This is John William Clegg’s latest | become more prosperous. 

message to the field. Mr. Clegg, be- When asked how he acquired his |! 
sides being president of the Nationai | prospect list, Mr. Clegg replied it had 


| been built up—and was still being built 


of the Penn Mutual Life’s biggest pro- | up—through personal observation and 
ducers. Now that the president has a/| intercourse. There is no “gold mine” 
traveling assistant in the person of | from which a large number of available 
William A. Searle, he has more time to | names can be dug out easily—the list 


simply represents the sum _ total of a 
life’s activities, personal calls, inquiries, 
| suggestions from a multitude of sources, 
| keeping a close watch on the daily news- 
papers, gleanings from trade journals, 
etc. To get a really worthwhile list, 
| Mr. Clegg pointed out, one must keer 
mentally alert and must have the will- 
power to work hard. There are plenty 
| of clues to follow, the thing needful is 
to follow them. _ 

| Occasionally Mr. Clegg receives in- 
| quiries to which he cannot give per- 
sonal attention, on account of his work 
for the National Association or for 
and he turns these over 
| to friends in the life insurance business. 
| He has no sub-agents. Usually, when 
| the friend reports his results to Mr. 
| Clegg, the latter’s first question is, “Did 
| you get the date of birth?” 


Advice to New Reeruits 


| Then, too, in his capacity as national 
president, Mr. Clegg is sometimes called 
| upon to advise new recruits in the life 
| insurance field. Among his suggestions 
| are: 
| “Plan your work. 
| you make the date of birth. Never fail 
| to do this. Come away with some- 
thing; don’t let your call be a total loss. 
Get the date of birth if nothing more. 
Having it, write it on your prospect 
| card and use it. Call on your man 
twice a year at least—once on his change 
of age, again on his birthday, and per- 
haps twice between. 
“And don’t neglect 
the life underwriters’ association. The 
association offers many valuable ideas 
tor improving your own methods and it 
gives a feeling of solidarity to the ranks 
| of life insurance men and women that 
| strengthens your morale and respect for 
your job.” 


Get from evefy call 


membership in 


Urges Reading Insurance Journals 


Besides 
gives the 
life insurance 


wholesome advice, Mr. Clegg 
new recruit an armful of 
literature, especially the 
weekly insurance journals, which he 
urges all to read. A booklet of which 
Mr. Clegg is very fond, and of which he 
always keeps a few copies on hand for 


distribution to callers, is “How to 
Solicit, A Man to Man Talk,” by J. B. 
Duryea, Penn Mutual Life general 


|agent at San Francisco. This booklet, 
| published by THe NationaL UNDERWRITER, 
containing 110 pages, is based upon the 
principles back of Mr. Duryea’s success 
in satanting and agency organization. 


hours and be at it again at 5 or 6 


| o’clock. 

If you want to come face to face with 
| the results of waiting until the end of 
| the day or until the end of the vear to 


| get busy, visit the poor house in your 
| vicinity. 

| Finally, if you want to write more 
| 

| 


insurance this year than you ever did 
in your life—if you want to outstrip 
your fellows in the race for results, if 
| you want to become one of the leaders 
in your profession, if you want to has- 
ten the time when you will be in a po- 
sition of independence—concentrate— 
| study—work, and do your selling early. 
| Think of these words every morning 
| of your life, follow them with earnest- 
| 


ness and intensity and you will be tread- 
ing the path which has lead the great 
of the world to victory. 





and | 





BIG LOSS IN MISSOURI 


SUICIDE IS H#ZAVILY INSURED 


St. Louis Man Who Took Own Life 
Carried $423,500, Most of It 
Bought Some Time Ago 


Isaac H. Cohn, of St. Louis, president 
of the North American Electric Lamp 


Company and the National Steel Rail 
Company, who shot himself in St. Louis 
Dec. 16, carried $423,500 of life insur- 


ance with 11 companies. A _ coroner's 
jury which investigated his death re. 
turned a verdict of suicide. Much of 
Cohn’s insurance had been pledged for 
loans and his financial affairs are said 
to have been pressing. The majority 
of the policies had been purchased more 
than a year before his death and under 
Missouri laws can not be contested. 
His most recent policy was one for 
$50,000 in the International Life. taken 
out last March. At that time he en- 
deavored to obtain $150,000 additional 
from the International. His other in- 
surance was as follows: Penn Mutual 
Life, $10,000, issued in 1907; Massachu- 
setts Mutual, $42,500, taken out be- 
tween 1914 and 1921; Travelers, $10, 
000 in 1917; Mutual Life of New York, 
$105,000 between 1914 and May, 1923; 
Northwestern Mutual Life, $100,000; 
Missouri State Life, $15,000 taken be- 
tween 1921 and 1923; New York Life, 
$21,000; Prudential, $10,000; Pacific Mu- 
tual, $10,000, and Guardian Life, $50,000. 


CANADA LIFE MAKES CHANGES 


William Hastie Promoted to Have 
Charge of All Eastern Dominion 
Investments 


William Hastie, who has been invest- 
ment manager of the Canada Life in 
Montreal, has been promoted to have 
charge of all eastern Canada_invest- 
ments, with headquarters at Toronto. 
He will have all investment agencies 
under him. He will be succeeded at 
Montreal by Mr. Woodcock. The west- 
ern territory, from Winnipeg west will 
be in charge of W. R. McConnell, with 
headquarters at Regina. Mr. Hastie 
went with the Canada Life about a 
year and a half ago, previously having 
been assistant manager of the Canadian 
Bank of Commerce of Montreal, with 
which he was connected for 17 years 
in many capacities. 


Extend Advertising Campaign 


Information as to plans and schedules 
for the second year of Aetna Life’s na- 
tional advertising have just been sent to 
all general agents, branch office man- 
ig and special agents of the company 

David Van Schaak, director of pub- 
Reity. Under the revised plan, each of 
the publications of national circulation 
used by the company will feature a dif- 
ferent kind of insurance every month, 
instead of featuring one line simultane- 
ously in all publications, as was done 
last year. Additions to the Aetna’s list 
this year include “The Outlook” and 
“The National Geographic.” 

“One of the advantages of this plan,” 
Mr. Van Schaack says in his letter, “s 
that it will enable us to advertise each 
of our principle lines a greater number 
of times during the year than has 
hitherto been possible, thus allowing ™% 
to have within the limits of our gée™® 
cral advertising campaign an effective 
specialized campaign for each important 
branch of our business.” 


Total Disability Cases Analyzed 


Analyzing 274 cases of total disability, 
Dr. Harry Toulmin, vice-president a” 
medical director of the Penn Mutual 
Life, found 45.6 per cent due to tuber 
culosis, 18.1 per cent to brain disorders, 
5 per cent to paralysis, 4 per cent to 
cancer, 2.5 per cent to loss of eyesight 
2.5 per cent to encephalitis let! vargica 


and the rest scattering. 
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A Handred Million 


in Sixteen Years 


You will need to search the history of life insur- 
ance very closely to find the companies which 
have reached the Hundred Million mark in busi- 
ness in force in sixteen years. 


You will have to look doubly close for the rare 
instances where this has been done by straight 
underwriting methods—no absorption or reinsur- 
ance of other companies—just the regular pro- 
duction of the company’s own agents. 


This is the record of the Peoria Life. Such a 
record tells its own story of the character of the 
Company and its Agency Force. 


Peoria Life 
iN SURANCE COMPANY 


Peoria, Illinois 
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Blind Man Makes Record 
As Star Producer After 
Failing in Other Lines 


HE achievement of Julius Jonas of 

the 42nd street branch in New York 
of the New York Life is cited by the 
company as an example of the oppor- 
tunities in the life insurance business 
for those who will extend the necessary 
efforts. Mr. Jonas, at one time a suc- 
cessful and prominent business man, 
was “broke,” blind and without a job 
in 1920. A few years before he had been 
making $30,000 a year and was one of 
the respected’ merchants in his commu- 
nity. An unfortunate combination of 





JULIUS JONAS 
—Photo Underwood & Underwood. 


circumstances brought him to a position 
where the average man would “lay 
down” and quit. 

Without a job, without a cent in his 
pocket and totally blind at the age of 
50, Mr. Jonas made a fresh start and 
chose the life insurance business as his 
profession. In 1920 Mr. Jonas had lost 
his sight in an accident. In 1922 he lost 
all his money through the failure of his 
retail business. In 1923 he was carrying 
a rate book for the New York Life and 
in 1924 he became one of the star agents 
of the company, a member of the com- 
pany’s $200,000 club and a leader in the 
rehabilitation work for blind men. He 
is now teaching 40 blind men the insur- 
ance business by mail, using a special 
typewriter for all his correspondence 
work. This is all being done at his own 
expense. He is not only content with 
making a success of his own life, but is 
guiding the other blind men to success 
in the business. Mr. Jonas is one of the 
“three blind men” whom the New York 
Life has featured in its advertising, the 
subject of commendation from life 
underwriters throughout the country. 





Continental Companies’ Figures 


The combined statement as of Jan. 1, 
of the Continental Casualty and Conti- 
nental Assurance of Chicago, will show 
assets over $16,500,000. The capital, 
surplus and voluntary reserve are $4,- 
300,000. The net premiums for both 
companies amounted to $13,600,000. 
The Continental Assurance has life in- 
surance in force of $50,000,000. The 
increase in assets is $1,300,000, premiums 
$100,000 and life insurance in force $10,- 
occ,000. 


Travelers Managers to Meet 


Following its custom of several years, 
the Travelers will call all its managers 
from the field to the Home office at 
Hartford for a three-day conference the 
third week in January. The managers 





of both life and accident and casualty de- 
partments will be included, as well as a 
number of general agents supervising 
territory. The program will be made 
up chiefly of business sessions. 
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SOME QUESTIONS IN A STUDY 
OF GENERAL AGENCY METHODS 














RESIDENT John D. Sage of the 

Union Central Life has sent to the 

general agents a list of questions in 
which he believes they will be particu- 
larly interested. He has asked them to 
reply, checking off the subjects which 
appeal especially to them or which they 
would like to have discussed. From the 
replies, the program of the annual 
agency convention to be held at the 
head office, Jan. 19-20, will be made. 
The general subject for the convention 
will be “A Study of General Agency 
Methods.” The questions submitted by 
Mr. Sage are as follows: 

A—Organizing the Territory 


Securing new agents. (a) City. (b) 
Country. 

What are the most fruitful fields for 
finding profitable men? Bank clerks, 
teachers, salesmen in other lines, lawyers, 
secretaries of organizations, college 
coaches, engineers, county officials, office 
men? 

How did you find them? Through ad- 
vertising, circularizing, bank cashiers, 
personal canvass? 

How do you secure agents’ cooperation 
in finding new men? 

Ho do you persuade a man to become 
an agent? 

What attracts or repels men to this 
work? 

What factors do you consider in choos- 
ing an agent? Personality, popularity, 
intelligence, industry, temperament, 
reputation, ability to make friends? 

How do you organize or operate 
sparsely settled sections? 

Practice and ethics of hiring agents of 
other companies. 

To what extent and under what cir- 
cumstances should part-time men be em- 
ployed? 

Do women make desirable agents? 


B—Training the Agent 


How to get new men started. Prelimi- 
nary instruction. 

Coaching and training during the first 
year. 

Agency schools. 

Agency meetings—Who should conduct 
them? Duration, frequency, topic cov- 
ered. 





Encouraging attendance at salesman- 
ship and insurance schools. 
Correspondence courses, 


C—Maintaining the Organization 


What service is necessary from the 
general agent for him to merit the 
loyalty and appreciation of his agents? 

To what extent should the general 
agent solicit insurance with the agent? 

Should he share commissions? 

Should an agent be given an exclu- 
sive territory? 

How many agents are feasible in a 
given territory? 

Other service to the agent. 

When and how to terminate the con- 
tract. 

D—Stimulating the Agent 

Should the agent be required to re- 
port periodically the names of persons 
canvassed and results? 

What do you think of the value of a 
contest? How would you conduct it? 

What other devices can you suggest? 

To what extent do you value agency 
letters and bulletins? Honor rolls? 
Sample letters or bulletins. 

Should the general agent furnish new 
sales ideas? 

What agency helps are the best? 

Ho do you keep an agent at work? 

How do you keep him stimulated? 

Quotas, personal, agency, company. 

Qualifications for company conventions, 

E—General Agency Problems 

To what extent should a general agent 
write personal business in a new agency? 
For the purpose of increasing his per- 
sonal income? Or as an example to his 
agents? 

F—Supervisors and Prospective General 
Agents 

How to induce joint work? Method of 
compensating? 

How and when to employ supervisors. 

Does it pay a general agent to employ 
aman to work with his agents? 

Method of compensating? Units of 
supervision? 

Selection and training of supervisors. 

Essential qualifications? Thorough 
knowledge of business; capacity for 
hard work; willingness to follow rules; 
desire to be helpful; quality of leader- 
ship. 

Promotions to general agencies. 











By R. W. 








ON’T loiter along the street or walk 

in such a manner as might indi- 

cate that you did not know just 
where you were headed for, or that you 
were but little concerned as to whether 
you got there or not. 

Don’t be careless about your appear- 
ance. A well-appearing salesman often- 
times has a considerable advantage over 
the one carelessly dressed, for the rea- 
son that first impressions mean a great 
deal in this world. 

Don’t visit with a man during busi- 
ness hours. If he has time to waste, let 
him understand that you have not, and 
you will be respected the more for it. 

Don’t, when making or receiving a 
business call, permit the conversation to 
wander from the business at hand. Con- 
fine the interview to the topic in which 
you are interested and by so doing much 
valuable time can be saved. 

* * * 


Don’t hesitate, when interviewing a 
man, to go straight to the heart of the 
subject in which you are interested. If 
he also is interested, you will need to 
put forth your very best energies, and 
you should not dissipate them or waste 
time in preliminary conversation that is 
beside the point; if he is not interested 
you cannot afford to waste time in talk- 
ing to him. 

Don’t ever relax your dignity before a 
person upon whom you are desirous of 
making a good impression and whom 
you desire to interest in a matter that is 
of importance to you. Make the man 
with whom you are dealing understand 
that you are intensely and enthusiastic- 





SOME DON’TS FOR LIFE MEN 


STEVENS 








President Dllinois Life 


ally interested in the subject under dis- 
cussion; that you are exceedingly anxious 
to interest him and that it is important 
to you that your negotiations terminate 
successfully, if possible, and without any 
unnecessary waste of time by either 
party. 
* * * 

Don’t ever let the impression be 
created that your office offers a welcome 
to agents of other companies who have 
time to waste. You can never hope to 
interest a man with you in your agency 
who has loafed or visited with you in 
your office. 

Don’t think that because you have vis- 
ited for an hour or so with a prospective 
applicant or agent that you have accom- 
plished anything of value. The chances 
are that your visiting has precluded the 
possibility of doing business with him. 

Don’t waste time talking about what 
other agents have done or are doing. 
Put in all your time and your energies 
to the best possible advantage and make 
other agents talk about you if they will. 
It is only the man who is doing things 
that is talked about. and he is always too 
busy to ever talk about others. very 
hour that you waste is just so much ad- 
vantage lost which you can never hope 
to recover. 





Home Life’s Agency Meetings 


The annual meeting of the Home Life 
Agency Association will be held in New 
York at the head office Jan. 13-14. This 
will be an open meeting with discus- 
sions on various topics. C. A. 
Croix of Portland,.Me., is the president. 





Alberstein, ‘‘Runner-up” 
In November Production 
Race, Tells of Metho 


NE of the contestants for hong 

in the race for monthly productig 
records during November was Day 
Alberstein, manager at St. Louis, Mg 
for the Bankers Reserve Life, 
while he did top the then existing re 
ord, another contestant during the sam 
month passed Mr. Alberstein’s mark ¢ 
325 applications, examined and cog 
pleted. Mr. Alberstein carried on hj 
managerial duties at the same time th; 
he went into the field to make a reco 
in applications and devoted the for 
noon of every day to his office routip 
He has described his work during th 
contest month as follows: 


Came In Rapidly 


“On Monday morning, Nov. 10, | 
started out and by 11:30 o'clock tha 
night I had written 26 applications with 
a deposit for at least one-half on eve 
one. My highest day’s work netted mé 
41 applications, and the smallest day, 
six. During my canvass I wrote mam 
people whom I had not counted on, but 
had met in the course of my work, and 
who were enthused enough to sign » 
with very little urging. As my work 
went on and it became known that | 
was out after the record, people whom 
I had never seen and never expected to 
write but who had heard of my ambi- 
tion, phoned my office that they wanted 
to give me an application. 

“The only advertising that I did was 
in the daily papers and in the “Modem 
View” where I told the people what | 
was after. During the course of my 
work I traveled a good many miles, 
using my car very little, as it was more 
of a hindrance than a help. During the 
30 days I took care of the agency work 
in the office from 8 a. m. until 12:30 
I then started out to canvass and 
worked until midnight each night. On 
Saturdays I did no canvassing at all but 
worked all day Sunday instead. My 
doctors gave me wonderful support, 
using four different ones. Where | 
couldn’t get the applicants to the doc- 
tor’s office I had one of them call at 
their home—either the same day or the 
next. It was through the close coopera- 
tion of the doctors that I was able to 
get 325 of my applicants examined out 
of 331 written. 


Covered Old Policyholders 


“About 50 percent of my business was 
written on old policyholders. The vol- 
ume written for well over $400,000, 
the biggest application being for $10- 
000 and the average a little over $1,000. 
What I believe is a record that will 
stand for all time is the fact that I col 
lected more than enough with each ap- 
plication to take care of the net, and 
in nearly half the cases, I collected the 
full premium. During my work I ft 
ceived letters from my co-workers in # 
different states, and this was an incet- 
tive to spur me on. I received ) 
telegrams from the home office, and ! 
wired them each day as to my progres. 
I was pleased beyond words of expres 
sion with the record I made because tt 
showed the boys in my own office what 
could be done when a man makes 4 
his mind to do it.” 


Great Northern Life Convention 


The Great Northern Life of Chicago 
will hold its annual convention for ge 
eral agents and branch managers only 
at the Morrison hotel in Chicago, J4% 
12-13. There will be no addresses &* 
cept at the luncheon sessions. Harry J. 
(Gatling Gun) Fogelman of the Cr 
sack advertising agency, Chicago, will 
give a “pep” talk at luncheon on t 
first day and on the second day ye 
speaker will be Homer J. Buckley 
the Buckley-Dement Company, Chicage 
advertising agency, whose address 
the mid-winter meeting of the Healt 
& Accident Underwriters Conference 
Chicago last spring was one of the 
hits of that meeting. 
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OHIO 


The Peoples Life has entered the State of Ohio. This step is con- 
sistent with the splendid growth and progress that the Company 
is making. 


In this State we have an exceedingly large amount of choice ter- | 
ritory available. For men, who believe in hard work—who are 
ambitious and who desire to represent a company that can give 

them salable policies and real service, the People’s Life has a place. | 
If you believe that you are one of these men write E. J. Cotter, 
Assistant Secretary, today. We can show you that Peoples Life 
policies, service and cooperation will give you a decided advantage. 
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PEOPLE’S LIFE BUILDING 


Chicago, Illinois 





A. M. Griffin 
State Supt. Missouri 
Baltimore Hotel 
Kansas City, Mo. 


A. E. Sullivan 
State Supt. Indiana 
505 Lombard Building 

Indianapolis, Indiana 


Address Home Office with reference 
to available territory in Illinois 
and Ohio 




















Story of the INTER-SOUTHERN LIFE 


Your Sunday-School Teacher 








will tell you the story of how men, throughout all 
ages, have given their lives to leave their impress on 
posterity. As men grow in grace and the years go 
by, they live to bless the generations to come. They 
build great temples, wonderful highways, beautiful 
homes, write messages in prose and verse, and sing 
the songs of their souls, in order to leave the impress 
of their blessings and inspirations to all posterity. 
But there is a little family that must live on after 
you. There is a means of saving for them, your im- 
mediate posterity. There is a preacher, teacher, (we 


STATEMENT OF 





Admitted 
Jan. 1 Assets 
Gn Usdddes Seedy cwawises $ 326,508.78 
BES weccoccoccccscesodes 1,719,228.64 
BD” Kevivoddecssesesocve 4,506,612.89 
BD Wdecwedoccccescceces 4,664,170.30 
EE 06 n0ecdcecccnnebe coe 4,820,779.76 
DT ceséeceanseseeeanece 7.54 
OWNED BY THE COMPANY 4 paretesstne Saar eres py 
MT dubasodgesceecosesce 7,371,274.27 
Tn, desseaceasdsdeettss 1 
DEE, ceissseteawese 11,100,000.00 


call him our salesman) to put you in touch with the 
ages to come; to send all of your dependents a check 
each month as long as they live. They are your fam- 
ily as long as you live, and they are your family as 
long as they live. 


Put the impress of time upon their brow, the mes- 
sage of angels upon their lips by taking out a monthly 
income policy with some good salesman today. We 
still call our co-partners salesmen, and we try to be 
salesmen ourselves, but you may call us by any other 
name, profession or vocation, but this is our 


PROGRESS 

Reserve and 

in Fores = XI 
$ 3,182,597.00 $ 271,952.37 
15,088,585.00 930,680.98 
36,260,222.00 4,396,139.55 
37,000,000.00 4,542,696.18 
37,800,000.00 4,803,670.12 
45,569,851.00 5,386,694.08 
57,901,271.00 6,045,958 52 
1.00 6,773,280.06 
62,591,398.00 7,332,928.21 
88,502,568.00 10,391,747.71 
101,500,000.00 10,720,000.00 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


JAMES R. DUFFIN, President 
IS A GOOD COMPANY 


Eighteenth Year 


LOUISVILLE, KENTUCKY 
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DOES A COLLEGE MAN 
MAKE THE BEST AGENT? 


No Two Agree on This Phase 
of Life Insurance Agency 


Building 





BUREAU FIGURES MAY TELL 





At Present One:General Agent Prefers 
“Rough-Necks,” Another the Col- 
lege Man—Some Figures 





Does a college graduate make good 
in the life insurance profession? That 
is a question that has puzzled many 
agency builders and led many to make 
experiments, often with financial loss, 
to determine what course to pursue in 
future additions to the agency. Until 
such time as it is covered in the statis- 
tical reviews of the Bureau of Person- 
nel Research, there cannot be a definite 
generalization, but various agency man- 
agers have built a personal attitude to- 
ward this matter that is of interest. It 
is found that no two managers feel alike 
on it. One employs no college men, 
another attempts to take college men 
only, while others believe in giving that 
matter no consideration, but base the 
employment entirely on personal char- 
acteristics and past record. It is true 
that the latter is done to a certain extent 
by all employers, and yet the matter of 
education is given consideration in 


many offices. 
One Wants “Rough-Necks” 


A scathing criticism of the college 
man was recently made by one agency 
builder who has developed an agency 
with an excellent production record. 
This manager said: “Give me one 
‘rough-neck’ who knows nothing more 
than reading and writing and has had 
no education for any number of college 
graduates. I don’t care for the college 
man. He is not a success in life insur- 
ance. In the majority of cases he is not 
willing to start at the bottom and 
shortly after beginning begins to think 
he would make a better general agent 
or company official than those doihg 
the work. It is also true that the col- 
lege man is seldom willing to really 
work. The man _ without education, 
who has done real work and not been 
led to believe that he knows everything, 
is the man who will develop into the 
life insurance producer. I had a little 
argument over this with a company man 
who said that it had been found that 
college men were the best. I told him 
that theoretically that was true, but 
practically the college man was not a 
life insurance success.” 

Prefers College Men 


In sharp contrast to this attitude is 
the opinion of one manager who said: 
“Whenever possible I take in a college 
man. One trouble is that there are all 
too few college men willing or desir- 
ous to enter the profession. They are 
unquestionably the best—not that a 
man without higher education is not 
good, but the college man can become 
successful and profitable to himself and 
his manager much quicker than the 
other. The college training gives him 
an all-round education that fits him to 
approach all men on any matter whatso- 
ever. He is more adaptable to field 
conditions and can handle the interview 
with greater ease. Of course there are 
some college men who will not suc- 
ceed, but there are far more non-college 
men who will not succeed. I would be 
willing to take a chance on the college 
man who is actually desirous of enter- 
ing the business.” One general agent 


has even said that he will take only col- 





TELLS OF PLACE LIFE 


HOLDS IN ECONOMIC SYSTEM TODAY 


INSURANCE 





HE distinctive place held by life 
"[ insurance in the economic and social 

scheme of today is clearly defined 
in a recent discussion of the question 
by Dr. William T. Root, Jr., of the 
faculty of the division of life insurance 
salesmanship at the University of Pitts- 
burgh, who said in part: 

“Astonishing as are the changes that 
have followed in the wake of invention 
and material wealth, they are not so 
important nor so far-reaching as the 
changes that have taken place in our 
social and humanitarian attitudes. So- 
cial and moral changes are subtle. It is 
hard for the average man to appreciate 
the evolution that has taken place in 
our ideas of duty to our children and 
to our homes and of responsibility for 
their security in its widest sense; phy- 
sical, economic, vocational, educational, 
and moral. 

Controls the Future 


“In the scientific scheme of things 
education looks to a mental development 
that will meet future needs; vocational 
guidance plans a trade or profession; 
preventive hygiene and medicine seek 
to establish habits of health both in the 
individual and in the community at 
large; and life insurance guarantees the 
economic fulfillment of plans irrespec- 
tive of social mishap. Consequently, 
properly conceived, life insurance calls 


of scientific prophecy. Correctly viewed, 
life insurance provides the economic 
and administrative machinery for one 
of the dominant motives of science: 
control of the future. Consequently, 
the career offered by life insurance is 
one possessing satisfying motive and 
drive to those who would add their 
strength to scientific and humanitarian 


progress. 
Calls for Vision 


“Life insurance calls for vision and 
an understanding of individual needs 
along with sympathy and a distinctly 
professional attitude of responsibility. 
It is built upon statistical prophecy. It 
demands a careful study of the social 
needs and conditions of the individual. 
In a sense it is a phase of vocational 
guidance, and an important one, too. 
ust as preventive medicine is the new 
ideal of the medical renaissance, so life 
insurance rests on social knowledge and 
the inculcating of social responsibility 
that seeks to establish habits of intelli- 
gent planning preventive of social disas- 
ter to the individual and his home. 


Is Important Factor 


“Life insurance is destined to be an 
important factor in the elimination of 
the bitter vagaries of chance from our 
lives. By the aid of statistics it is able 
to predict the future in terms of the 





training, the college man being given 
preference. He said that it is entirely 
a matter of selection and that properly 
selected, the college man would soon 
show the difference. He said that there 
are many college men, of course, who 
would not become successful, and that 
the mere fact that he had a diploma 
meant little. However, with a careful 
selection, the college man is a proven 
success. 

Another general agent referred to the 
results of last year among the leading 
producers of the country. He said that 
out of a list of 83 company leaders in 
the entire country, 39 were college men. 
Of these 83 men there were 18 who 
wrote over $1,000,000 and 13 of these 
18 men were college mer. The list also 
showed that the averave age of the big 
producers who were college men was 
considerably lower than that of the 
others. All of these facts were taken 
by that executive as a basis for the 
premise that the college man of average 
ability is a preferred risk for the agency 





lege men or those with an equivalent 


for vision, social grasp, and the spirit | 


present with a remarkable degree of 
certainty. Life insurance is the most 
practical and far-reaching application of 
statistics to human affairs and human 
happiness that has ever been made. It 
liquidates human disaster on a basis of 
probability. It provides for the com- 
munity a means of pooling its good luck 
and pooling its mishaps. It provides a 
community plan by which we may all 
seek mutual aid. It goes further, it 
permits a man to borrow on the statis- 
tical probabilities of success, and thus 
constitutes a definite and stimulating 
opportunity for youth. 


Has Distinct Place 


“Life insurance has a future because 
it fulfills a definite need in a scientific 
manner. It does not thrive on the cre- 
ation of an artificial desire or upon the 
constant suggestive stimulation of the 
public taste. It has a definite social 
mission and is performing a much- 
needed service in raising the standards 
of security, responsibility, and thrift 
in the American family. It has a dis- 
tinct and important place in scientific 
and social progress. It offers a promis- 
ing career, comparable to medicine and 
teaching, to the person who has the 
vision of its opportunities for profes- 
sional and sympathetic guidance. It is 
an opportunity to socialize a human 
need. It must appeal to those who take 
seriously the aim of science: the intelli- 
gent control of the future. It must 
appeal to those who see an opportunity 
to become links in the chain of social 
progress—that most fascinating drama, 
man’s struggle with and mastery of his 
bitterest, but most intangible enemy, the 
future.” 


WILL HAVE AGENCY MEETING 


United Life & Accident Will Call in 
Its General Agents for Conference 
at Philadelphia 





About forty general agents of the 
United Life & Accident of Concord, 
N. H., will meet together for the first 
time in Philadelphia, Pa., at the Belle- 
vue Stratford on Jan. 2-3. Plans for 
the coming year will then be gone over, 
explanations made of the new disabil- 
ity benefit features of the policy con- 
tracts just adopted will be made and 
quotas assigned for 1925. President 
Hollis and Vice-Presidents Robert J. 
Merrill and Eugene E. Reed will be 
present from the home office. The 
company is planning for about $17,- 
500,000 of new insurance in 1925 and is 
expecting to gain the cooperation of its 
general agents for increasing the new 
business account of all soliciting agents 
by some new methods which will be 
outlined at the meeting in question. 


Had a Fine December 


The Chicago National Life made a 
special effort in December and was suc- 
cessful in securing $2,000,000 of new 
business. The company made an appeal 
to the agents to put their shoulders to 
the wheel last month and they re- 
sponded with alacrity to the call. The 
company may enter one or two new 
states early in the year. 


Hartford Companies’ Dividends 
Life insurance companies in Hartford 
will pay out $960,000 in dividends to 
stockholders Jan. 1, against $890,000 a 
year ago, or an increase of $70,000. Of 
this amount $50,000 is accounted for by 
the Travelers regular dividend of 4 per- 
cent and an extra of 20 percent against 
the regular four percent and an extra of 
1% percent last year. The Connecticut 
General Life a year ago paid $40,000, 3 
percent plus 1 percent extra on its $1,- 
000,000 capitalization. This year its 
capital was increased to $2,000,000 and 


JUDGMENT IS REQUIRED 
IN SELECTING RISKS 


Rich J. Mier Discusses Phases of 
Accident and Health 
Underwriting 





MUST CONSIDER EACH CASE 


Moral Hazard Is Greatest Factor to Be 
Taken Into Consideration by 
Company 


In a recent issue of “The Ounce of 
Prevention,” house organ of the Hooper. 
Holmes Bureau, Vice-President Rich J. 
Mier of the Pacific Mutual discussed 
some of the many phases of accident and 
health underwriting, emphasizing the 
judgment required in the selection of 
desirable risks. Mr. Mier said: 

“The underwriting of accident and 
health insurance begins with the selec- 
tion of agents. The underwriter must 
have the full co-operation of the agency 
department in the selection of men of 
the highest calibre and standing in their 
community. It is then the duty of the 
underwriter to train these agents in the 
principles of underwriting in order to 
guarantee a favorable selection of busi- 
ness. 


Must Visualize Applicant 


“Probably the principal factor in the 
success of an underwriter is his ability 
to visualize the applicant. From the 
facts and information at hand he must 
be able to reproduce in his own mind a 
picture both of the man’s physical and 
moral characteristics. If the facts pre- 
sented in the application are not suffi- 
cient to complete the picture, the miss- 
ing facts must be learned to permit of 
an intelligent decision. 

“Full information regarding the ap- 

plicant’s occupation is essential, includ- 
ing each and every duty of his occupa- 
tion as this is the determining factor not 
alone as to the insurability of the appli- 
cant but determines the classification and 
the premium rate to be charged. 
“The present physical condition of the 
applicant must be considered. True facts 
regarding past sicknesses and injuries 
often disclose the existence of a condi- 
tion which may recur. The number and 
extent of disabilities in connection with 
previous claims with all companies is in- 
dicative. 


Study Family History 


“Family history, often disclosing some 
weakness which is a family characteristic 
and which may recur in the applicant, is 
important. It is recognized that the ap- 
plicant’s nationality is a factor. The 
particular section or locality in which 
the application originates is important. 
The underwriter must also consider care- 
fully applications presented from 
sparsely settled districts and districts 
where sanitary conditions are not g' 
The distance from a doctor and the prob- 
able cost of investigation in connection 
with settlement of any claim which 
might be presented is important. 
“Probably the greatest factor in the 
underwriting of accident and health in- 
surance is the moral hazard and the saf- 
est means of control is keeping the i 
demnities provided under all policies 
carried well within the limit of the ap- 
plicant’s earnings. In no event should 
the indemnity exceed 75 percent of the 
actual earnings, that is 75 percent of the 
actual return from personal effort, not 
income which might include return from 
investment, rentals, stocks, bonds, ete 
Several companies have found the adop- 
tion of an climination period of from 
two weeks to three months to aid ma- 
terially in controlling this hazard as the 
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disability when benefits are not imme- 
diately payable. 
Varies With Coverage 


“Tt is to be easily recognized that the 
insurability of an applicant varies with 
the coverage offered by the policy ap- 
plied for. Under the old form of lim- 
ited accident and health policies which 
paid indemnity only in the event of dis- 
ability from certain specified injuries or 
diseases, practically all applicants were 
insurable unless they were shown to be 
subject to some disease named in the 
policy. As the business has progressed 
to the issuance of broader forms the ne- 
cessity for safeguards in underwriting 
has increased and the standard by which 
the applicant must be judged has been 
raised until under the practically un- 
limited policies today issued by many 
of the companies applicants are not in- 
surable who may readily be accepted for 
life insurance, due to the existence of 
some condition which might in no way 
shorten their span of life but a condi- 
tion which would in all probability pro- 
gress to a point resulting in a disability. 

“Two of the greatest causes of disabil- 
ity under health policies are tuberculosis 
and nervous breakdown, and some com- 
panies, particularly those issuing unre- 
stricted accident and health policies with 
coverage for an unlimited period, to 
guard against claims from these causes 
and to assure of a normal physical risk 
require a physical examination the same 
as for life insurance. A family history 
showing two cases of tuberculosis 
should bar the issuance of health insur- 
ance regardless of the present physical 
condition of the applicant. A personal 
history of nervous breakdown, no mat- 
ter under what conditions and even 
though it occurred many years in the 
past, is practically a bar to health insur- 
ance. 

Average Risks Are Best 


“The most favorable experience is the 
result of a selection of risks which devé 
iate very little from the average, that is, 
a selection in which all the risks are very 
close to their resulting average as to 
principal sum, monthly indemnity, phys- 
ical family and moral characteristics. 

“Some of the larger companies in the 
business are occasionally called upon to 
issue policies with large principal sums 
Tunning as high as $50,000 and with 
monthly indemnity of $1,000. Risks of 
this size must be selected with the 
greatest of care because of the moral 
hazard involved and their deviation 
from the average. To maintain the 
average a percentage of the entire 
amount of risk is usually reinsured. 


Judgment Is Important 


“In no two applications passing be- 
fore an underwriter are the facts the 
same and the judgment of the under- 
writer is, therefore, probably as great or 
a greater factor in the underwriting of 
accident and health ‘insurance than in 
the underwriting of any other form. He 
must consider separately each feature 
Presented, and its relative bearing on 
the other factors. He must judge not 
only the individual risk but the part 
which it will play in determining the 
company’s average, selecting only such 
risks as will, in the aggregate, in his 
judgment, result in a favorable experi- 
ence for his company.” 


Take Out Group Policy 


Employes of the home office of the 
eorgia Casualty of Atlanta and of 
branch offices in six of the principal 
he have acquired life insurance pro- 
non under a group policy in the 
etropolitan Life. The total coverage 
9 a to approximately $300,000 on 
- ives of more than 135 individuals, 
a protection ranges from $1,000 to 
The cost of this insurance is materi- 
ally reduced for employes through a 
Cooperative arrangement, whereby the 
ah pays part of the premiums. 
‘ + arrangement, exemption from med- 
cal examination and the disability clause 
in the policy are features of the Metro- 
Politan’s group plan. 














Why Should Her 
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i Let no Chante 





Why should a certain man 
buy an Ordinary Life policy or 
perhaps a Monthly Income 
policy? 


Through our circularizing pro- 
gram the facts concerning his 
needs are secured and then we 
give him, in simple language, the 
reasons why a given form of 
policy best meets his require- 
ments. 


These are compelling business 
appeals with the thought illus- 
trated by beautiful colored pic- 
tures reproduced from oil paint- 
ings. 


One of the colorful pictures is 
shown here in plain black and 
white. 


Results obtained from this 
wide range of real business let- 
ters convince Lincoln National 
Life agents that it pays to 
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Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character”’ 


Lincoln Life Building 


Fort Wayne, Ind. 


Now More Than $325,000,000 In Force 
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WOMAN’S DEPARTMENT OF WISCONSIN 
AGENCY SHOWS VAST FIELD NOW OPEN 





ILWAUKEE, WIS., Dec. 
The only organized woman’s 


30.— 


‘women’ we ought to say ‘trained agents 
don’t quit.” Trained agents are not 


" department in the state of Wis- | as easily discouraged, according to Mrs. 
consin finished a very successful first | Ferrer. 


year, having paid for more than $500,000 
worth of life insurance. 
able part of this feat, however, is the 
fact that all the business was produced 
by new agents, none of the women hav- 
ing had any previous insurance experi- 
ence, ; 

Lorraine L. Ferrer, superintendent of 
the woman’s department of the Bruce 
H. Whitney agency representing Mu- 
tual Life of New York in the state of 
Wisconsin and in upper Michigan, 
trained all the women agents at classes 
of instruction which she held in her of- 
fice. None of the women was permit- 
ted to solicit business until Mrs. Ferrer 
considered her well-grounded in the 
fundamentals of insurance and _ sales- 
manship. 

Mrs. Ferrer is particularly proud of 
the fact that all the women of the or- 
ganization which was created a year ago 
are still active with the company. 
“Women don’t quit,” she said, “and I 
think rather than emphasize the word 





business. 


in confidence 








Open territory in 
Ohio 
Pennsylvania 
West Virginia 




















HOME OFFICES 








On January 5 Mrs. Ferrer will open 


The remark- | her new school for prospective women 


insurance agents and she expects by 
the end of 1925 to have doubled both 
her organization and her production 
record. 

Mrs. Ferrer’s organization does spe- 
cial service work among the women cli- 
entele but does not confine its activities 
to selling life insurance only to women. 
“I believe,” she said, “that activity 
toward protecting the lives of women 
offers a virgin and fertile field for life 
insurance workers. 

“The greatest steps toward the edu- 
cation and practical application of life 
insurance for women are being taken 
through the co-operation of the gen- 
eral federation of women’s clubs. This 
large organization of some 40,000 fed- 
erated clubs comprising more than 
2,800,000 women is the largest organiza- 
tion for adult education in the world.” 

The federated women’s clubs have 


inaugurated a special insurance depart- 


RAY H. FINGER, 


Manager of Agencies 


CLEVELAND 
"LIFE 


INSURANCE COMPANY 
WM. H. HUNT, President 








RE YOU THE MAN 
WE WANT? 


IF YOU ARE LOOKING for your larger opportunity and 
have a clean record. 


IF YOU REALIZE the future to be carved out for yourself 
through the medium of the right company tie, coupled with 
real help in getting started— 
IF YOU HAVE THE CAPACITY to produce personal busi- 


ness and the ability to organize an agency— 


THEN YOU ARE the man we want, and we can offer you a 
very attractive proposition. 


THE CLEVELAND LIFE HAS BUILT RIGHT. It stands 
now at the threshold of bigger achievement. 
status will support a bigger program. We can afford to pay 
the price for talent that can organize territory and produce 


If you want a part in the bigger forward movement, address 


CLEVELAND, OHIO 


ment and are urging all of the member 
clubs to set one day apart each year 
for discussion and instruction in insur- 
ance. 

Mrs. Ferrer is doing much of her 
education work in insurance through 
this agency, therefore, and is getting 
practical results from the work. “When 
wives cease to object and know in- 
stead of being ignorant of the benefits 
of life insurance,” she said, “they will 
all become demanders and advocates 
of it.” 

President E. L. Carson of the Mil- 
waukee Association of Life Underwrit- 
ers, following the dictates of the Na- 
tional Underwriters’ Association as ex- 
pressed in its Los Angeles resolution, 
has appointed Mrs. Ferrer as the link 
between the underwriters and the wom- 
en’s clubs in this city. She is peculiarly 
capable in such a capacity for in addi- 
tion to have studied life insurance 
needs of women she is a member of 
both the underwriters’ association and 
the women’s club organization. 

During 1925 Mrs. Ferrer hopes with 
talks, lectures, speeches and other edu- 
cational work to further open up the 
large field of life underwriting among 
and for women. “All progressive stock, 
bond, banking and other financial insti- 
tutions now have women’s. depart- 
ments,” she said, “and it is high time 
for life insurance to follow suit. This 
is the women’s era.” 










Its financial 











FORMS TALKING POINT 





CONSIDER NO-EXAMINATION 





Smaller Companies Opposed to Practice 
As Volume Is Insufficient to Absorb 
Heavy Losses 





Some speculation has been rife as to 
whether the policy of some of the large 
companies of allowing insurance to be 
issued in limited amounts without medi- 
cal examination will force other and 
smaller companies to the same practice. 
Most of them emphatically deny that 
they will undertake such a course. Prac- 
tically all of the western companies, for 
example, are unanimous in the opinion 
that it may be feasible in the case of a 
very large company with a sufficient 
volume of business to secure a fair aver- 
age, but that it might prove disastrous 
in the case of a small company. 


Is Not Obstacle 


It is the general opinion that this may 
prove an attraction to some prospects, 
but that as a general thing the examina- 
tion is not a serious deterrent to making 
an application. In fact, a great many 
agents employ the examination as a 
selling point, mentioning the fact, after 
making the best possible presentation of 
their policies, that it may not be pos- 
sible for the prospect to secure such a 
desirable contract, as he may not be in 
an acceptable condition physically. By 
playing upon this point, they sometimes 
succeed in getting the prospect inter- 
ested in having an examination made at 
once because of the fact that later he 
may be unable to pass. If properly 
presented, the examination need not be 
an obstacle in the way of selling. 

One prominent branch office manager 
of a large eastern company pointed out 
how this practice of some companies 
may be used by competitors as an ad- 
ditional argument. The competing 
agent need only point out the fact that 
if the other company can offer such an 
advantageous contract to him, it will 
offer it to thousands of others, and that 
if the policy proves impracticable, he, 
with all the other policyholders, will be 
carrying his insurance in a company 
guilty of unsound underwriting. 


Practice Not Unsound 


As a matter of fact the practice is not 
necessarily unsound from an actuarial 
point of view. The effects of the selec- 
tion which follow the examination carry 
over several years, as shown by the ex- 
tremely low mortality rate immediately 
following the issuance of the policy, 
which gradually rises through several 
years to normal. The mortality rate in 
the second year of the policy is very 
slightly higher than in the first. The 
company which issues insurance up to 
$10,000 within two years after an examl- 
nation is, in fact, taking a very slightly 
larger risk than if another examination 
were required, and the saving in medical 
fees will help to counterbalance any ad- 
ditional losses. 

It is undoubtedly true that some 
people do dislike the idea of a medical 
examination, and to them the oppor- 
tunity to secure additional insurance 
without undergoing the ordeal of an- 
other examination would be a real item. 
While it is true that the competing agent 
may present the examination as a reason 
for prompt action, it is also true that 
the agent whose company does not re- 
auire the examination for the additiona. 
insurance, has a strong talking point. 


Confer on Legislation 


‘KANSAS CITY, MO., Dec. 31—A 
conference was held this week on pro- 


. . . . h 
posed life insurance legislation wit 
Commissioner Hyde by L. L. —— 


and J. P. Somerville of this city. 
were told that a stipulated premium law 
amendment or appeal would be urgee 
There is not likely to be much legisla- 





tion affecting life insurance. 
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EXPERIENCE IS SHOWN 


ANADA BUSINESS DECREASED 





Figures on Group Writings Since 1919, 
When First Taken Up, Tell 
Trend 





Figures on group insurance written in 
Canada show the experience on that 
branch of business since it was first 
transacted in Canada. Group insurance 
was introduced in Canada in November, 
1919, and in 1920 enjoyed a tremendous 
volume of new business. However, it 
fell off noticeably in 1921 and, although 
it has slightly recovered each year since 
them it is still but a small percentage of 
the 1920 total. The experience by year 
and by company is shown in the follow- 





ing table: 
United States Companies 

Aetna Life: 

Policies Prems. Claims 
issued received paid 
Aetna Life: 

a scocec $ 4,412,900 $ 2532 ...... 
1990 .cccce 12,025,300 221,425 $ 89,350 
1931 ..cces 346,800 126,660 70,650 
eee 420,000 147,168 77,100 
In force Dec. 

31, 1923..$14,778,075 $642,210 $335,750 
Equit. Life: 
nn «c6ebs $ 137,000 $ OSE saesds 
BESO cccces 2,507,400 27,886 $ 10,750 
ee 382,200 44,887 17,000 
ST ccccmikt 23,200 39,325 8,350 
DEED coescee 8 = eeccces 41,024 18,050 





In force Dec. 


$1, 1923..$ 2,988,350 $153,265 $ 54,150 
Metropolitan: 
TEP csccee $ 4,609,550 $ 8975 ...... 
SP cocese 13,012,700 150,312 $ 64,200 
a 900,450 197,202 112,244 
ne 2060s 1,978,950 201,657 77,250 
BOSS ccccce 4,469,430 214,439 85,950 





In force Dec 


31, 1923..$20,325,656 $772,585 $339,644 








Prudential: 
BED ececoe $ 394,950 $ 3,472 $ 2,000 
an escste” + chnenns 1,750 1,000 
My eoccee 52,000 852 1,500 
BEED wesece, c00sees . ) err 
In force Dec. 

31, 1923..$ 47,000 $ 6,829 $ 4,500 
Travelers: 
a sesaes $ 1,597,900 ©...... _ cesses 
BEEP ccccse 8,800,007 $114,977 $ 72,068 
TE esesce 586,239 111,822 58,324 
i <a. eee 861,143 134,143 59,830 
1923 ...... 2,883,317 155,591 60,844 
In force Dec. 

31, 1923..$14,077,469 $516,533 $251,066 





*Premiums for group insurance not 
separated. 


All Companies 


Prems. Claims 
Amount received paid 
1919 ....$ 11,518,750 $ 20,469  ....... 
1920 .... 66,704,855 652,801 $ 274,595 
1921 .... 10,402,062 829,669 394,977 
1922 .... 11,015,993 918,113 420,490 
1923 .... 17,435,455 958,119 486,664 





Totals. .$117,077,115 $3,379,243 $1,576,726 
Canadian Companies 








In force In force 
Dec. 31, Dec. 31, 

. 1922 1923 
Canada Life ..... $10,681,470 $ 8,884,610 
T. Eaton Life.... 12,800,000 ........ 
Great West ...... 2,485,210 2,426,929 
London Life ..... 06,400 337,550 
Manufacturers ‘ 62,80 97,900 
Sauvegarde Life.. 129,400 130,600 
Se Se ésaceuues 19,038,877 21,674,453 

TE: Agiansess $45,804,157 $33,554,043 
Prems. Claims 
received paid 
1919-1923 1919-1923 

Canada Life ......... $ 291,364 $108,330 
T. Eaton Life........ 286,829 113,250 

ae WHEE 6nsseeesoce 92,289 28,460 
London Life ......... 21,051 10,400 
Manufacturers ....... 3,319 1,000 
Sauvegarde Rhecsas 4,408 1,600 
| penespadebers 588,316 279,085 

WN cd ccudiinciiceals $1,287,576 $542,125 


Williams Made Assistant Secretary 


The board of directors of the Metro- 
Politan Life has appointed Frederick 
James Williams, superintendent of 
agencies of the Canadian territory, an 
assistant secretary of the company. 








Complete Coverage Contract 


Haven’t you frequently found the place where the prospect, feeling the need for 
coverage, wanted it complete—for disability as well as death—for the uncer- 


tain as well as for the certain. 


thoroughly complete, policy. 


The need here is for one single and simple, yet 


The Complete Coverage Contract, sold by agents operating under the American 


Central Plan, makes it possible to do this very thing. 


These men sell Life In- 


surance—not simply Death Insurance. 


This is a part of the Plan. 


The pre-selection of prospects, the pre-approach, the 


canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are professionaliz- 


ing their insurance work and 


their insurance service. 


Any agent who feels that he might be interested in more details concerning the 


plan may readily secure them 





Perhaps the most comprehensive field 
development program in existence today. 

One phase is described in this advertise- 
ment. 


by writing today to 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE Co. 
INDIANAPOLIS 


ESTABLISHED 1699 
HERBERT M. WOOLLEN, President 











NUMBER ELEVEN 


IN A SERIES OF INFORMATION ADVERTISEMENTS 























George Washington Life Insurance Company 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents. 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 

















THE SECURITY LIFE INSURANCE CO. OF AMERICA 


oO. 
A FIELD ORGANIZER 


W. JOHNSON, PRESIDENT 


CONTRACT—SALARY AND EXPENSES 


GENERAL AGENTS AND MANAGERS 


CONTRACT COMMISSIONS OR COMMISSIONS 
AND EXPENSE ALLOWANCE 


Only Men of Experience Whose Records Will Bear the Closest Inspection Will Be Employed 


Address S. W. GOSS, Vice-President, The Rookery, Chicago, III. 
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Progress in Company Ranks 


Looxinc back over the years of life 
insurance history, say since the Arm- 
strong investigation in 1906-07, there is 
no more pleasing fact to be noted than 
the steady, solid growth of a large 
number of medium sized companies, well 
distributed over the various states of the 
Union. Today there is hardly a state 
without a well-established home life 
company of which the state has a good 
reason to be proud. The development of 
“personnel” in the life insurance field 
has been by no means confined to the 
agency ranks. Many of these compara- 
tively new companies have officials who 
rank in judgment, experience and fore- 
sight with the best officials of the older 
companies. They have for the most 
part hewn their way along new paths and 
with commendable sagacity have found 
new and attractive ways of presenting 
life insurance as well as new agency 
methods. These methods have usually 
been along the lines of intensive culti- 
vation and the development of the so- 
called country and small town business, 


which many of the older and larger 
companies have neglected. Thus life 
insurance has been brought home to the 
great masses outside the large cities and 
many a medium sized company has built 
up its business almost entirely in fields 
which in years gone by were hardly 
considered worth the cultivation. The 
sales manager and the salesman have 
been developed in place of the old time 
less dynamic and less efficient “agent.” 
Salesmanship ideas have been brought 
in from other lines of business and the 
whole standard of efficient salesmanship 
raised. Actuarial, medical and legal 
problems have been studied anew and 
the ground in these fields have been 
completely gone over from the new 
viewpoint resulting in many valuable 
points being gained. The younger com- 
panies have understood their limitations 
and have accepted conditions as they 
found them in a commendable spirit. 
The result is a large number of stable, 
well-grounded institutions which add to 
the honor and glory of life insurance. 


Big Business Development 


Ir 1s becoming increasingly apparent 
that the big writers in life insurance are 
proceeding along either one of two lines. 
The consistent, steady big producer is 
working on the “program” idea; that is, 
he starts a line of customers and by 
giving them good service, writes and 
rewrites them, each time with greater 
ease and usually for larger amounts. 
This is a cue for the average life insur- 
ance man who wishes to become a 
better-than-average producer. 

The other line of big business develop- 
ment is in the field of corporation or busi- 
ness insurance and insurance in connection 
with inheritance and other taxes. Two not- 
able instances of this have developed in 
Cincinnati within recent weeks. It was 
only a couple of weeks ago that one of 
the leading life insurance men of the 
city remarked on the fact that a many 
times millionaire, president of the city’s 
largest business concern, did not believe 
in life insurance and would not consider 


it even for inheritance tax purposes, al- 
though he had been approached many 
times, and from every pédssible angle. 
The fact is that this wealthy man has 
just seen the light and within the past 
few days has applied for over $1,000,000 
of life insurance. There is not a rich 
man in the country, who can get it, who 
will not sooner or later consider life in- 
surance at least to cover his inheritance 
tax. 

The other case is in the field of busi- 
ness insurance. A large consolidation 
in a certain industry, not yet announced, 
carries with it the program of some 
fifteen million dollars life insurance on 
the various important men who will 
head the new combination, now in 
process of formation. 

These are stupendous transactions and 
show the opportunities for the expert 
salesman selling life insurance in a 
country where millionaires are almost as 
common as cabbages. 


Cultivating the Thrift Habit 


WHEN young men are starting in 
business the best guarantee of their suc- 
cess is to establish the habit of thrift 
and economy. In these days of great 
extravagance there is always the temp- 
tation to spend as much as one is mak- 
ing and even more. When a young 
fellow begins his business career and 


opens a savings bank account and takes 
out life insurance, it is a sign that he ap- 
preciates that he has a responsibility 
that he cannot honestly shift to others. 
The very fact that a young man is 
thrifty is one of the best recommenda- 
tions he can give to a prospective em- 
ployer. 


F. D. Crawshaw, who becomes man- 
ager of the Aetna Life in the important 
district of Peoria, Ill., was a school man 
for a number of years. He graduated 
from Worcester Polytechnic Institute 
in 1896 and was awarded the degree of 
M. E. in that institute in 1909. Mr. 
Crawshaw was head of the manual arts 
department in the Central high school 
of Minneapolis, and then became con- 
nected with a similar department in the 
Bradley Polytechnic Institute of Peoria. 
He was principal of the Franklin school 
and summer session instructor at Brad- 
ley Polytechnic Institute from 1903 to 
1908. He was assistant dean of the 
college of engineering of the Univer- 
sity of Illinois from 1908 to 1910. He 
was head of the department and pro- 
fessor of manual training at the Uni- 
versity of Wisconsin from 1910 to 1920. 
He served as president of the academic 
board of the school of military aero- 
nautics at Champaign during the world 
war. After the war he was professor 
of industrial education and assistant to 
the director of the engineering experi- 
ment station at the University of IIli- 
nois. He went with the Aetna Life in 
charge of the department of organiza- 
tion and development Sept. 15, 1920, at 
the Peoria office and was made assistant 
manager Sept. 15 the following year. 
Mr. Crawshaw for five years served as 
supervising editor of “Vocational Edu- 
cation.” He was president of the West- 
ern Drawing Manual Arts Association 
in 1913. He is the author of a number 
of articles dealing with the manual arts. 

Z. E. Marvin of Dallas, Tex., who 
recently resigned as grand dragon of 
the Ku Klux Klan, will hereafter devote 
all his outside energy to the Empire 
Mutual Life of Kansas City, Mo., a 
Klan company, formerly located at 
Dallas, of which he was one of the or- 
ganizers. Mr. Marvin owns a large 
wholesale drug store in Dallas. 


Wilson Williams, general agent at 
New Orleans for the New England 
Mutual, has lately purchased an old 
country estate about 25 miles distant 
from the city, and which he will arrange 
to conform to modern ideas of a place 
to live, without losing any of the charm 
which is so characteristic of many old 
southern homes that were built in the 
old days. The place Mr. Williams has 
purchased is known as Kenilworth, an 
ancestral plantation home in St. Ber- 
nard parish, south of New Orleays in 
the orange belt of the state. In its day 
Kenilworth was one of the finest homes 
in the south. Many prominent people 
have lived there in the years gone by. 

Wm. L. McPheeters, Cleveland man- 
ager for the Union Central, who has 
been confined at his home by serious 
illness for several weeks, is gradually 
improving but still unable to go to his 
office. Through an appreciation week 
and other special efforts to maintain pro- 
duction, the agency is closing the year 
with a paid for business of about $5,- 
000,000. 

Arthur S. Holman has just completed 
20 years with the Travelers at San 
Francisco. He has been manager there 
all that time and is now in charge of 
life, accident and group lines. The San 
Francisco agency has shown a notable 
growth under his administration. He is 
a native of Kansas City and went to 
San Francisco first as general passenger 
agent for the Union Pacific railroad. 
He was with the Aetna Life there for a 
time before joining the Travelers. 


William A. Searle, traveling assistant 
to the president of the National As- 
sociation of Life Underwriters, is re- 
ceiving a number of requests for speak- 
ing engagements from local associations 
all over the country. They are widely 
scattered, however, and Mr. Searle is 
endeavoring to group them so far as 
possible in order to save time and ex- 





pense in traveling. He contemplates a 
trip through the middle west the latter 
part of January, possibly accompanied 
part of the way by President John W. 
Clegg, although this is by no means 
certain. Before leaving Philadelphia on 
this proposed trip, Mr. Searle would 
like to hear from any midwestern as- 
sociations that feel he might be able to 
help them, so that he can arrange his 
schedule to the greatest possible ad- 
vantage. 


J. R. Molony, manager for the acci- 
dent and life department of the Aetna 
Life and also for the Aetna Casualty 
& Surety and Automobile of Hartford 
Insurance Company on the Pacific 
Coast, has undergone an operation for 
kidney trouble, and will be absent for 
several weeks. Following his recupera- 
tion, Manager Molony will make a visit 
in the eastern territory. Mr. Molony 
is one of the best known insurance men 
on the Coast and is one of the most 
successful managers in the Aetna organ- 
ization. 

Charles E. Ady, veteran Omaha life 
underwriter and for more than 20 years 

eneral agent of the National Life of 

Jermont in Omaha, Neb., died at his 
home in Shenandoah, Ia., last week at 
the age of 62. Mr. Ady went to Omaha 
in 1880 and from 1891 to 1916 was con- 
nected with the National Life of Ver- 
mont, serving as general agent for over 
20 years. He was long active in in- 
surance affairs, being a former presi- 
dent of the Nebraska Association of 
Life Underwriters and a delegate to the 
national convention several times. He 
retired in 1916, due to failing health, 
and since that time has lived in Iowa. 


F. M. Feffer, vice-president of the 
Mutual Life of Illinois, in charge of its 
accident and health department, an- 
nounces the arrival of Joseph Kuhn 
Feffer, born Dec. 18, and expresses the 
belief that he will speedily become an 
active and aggressive member of the 
Mutual Life family. 

Miss Wilhelmina Potts, daughter of 
Judge Rufus M. Potts, of Chicago, in- 
surance attorney and former insurance 
superintendent of Illinois, was married 
Monday evening at the Edgewater 
Beach Hotel in Chicago to A. Donald- 
son Leopold, Jr. The wedding was a 
large one attended by a number of peo- 
ple both in Chicago and out of the city. 


John R. Fox, one of the best-loved 
and most capable life insurance men 
in the east, died of cancer of the stom- 
ach Saturday at his home in Philadel- 
phia after an illness of several months. 
He was 63 years old. Mr. Fox was 
chairman of the entertainment commit- 
tee and a former president of the Phila- 
delphia Association of Life Underwrit- 
ers. He was Metropolitan Life mana- 
ger of the Philadelphia middle district. 
On Nov. 23, 1922, he was tendered a 
complimentary dinner in honor of his 
40 years of continuous service with the 
company. There was an imposing at- 
ray of Metropiltan speakers and guests, 
including President Haley Fiske and 
other home office officials, ten retired 
veterans and a large number of fellow 
managers and their wives. It was 4 
noteworthy occasion. 

Mr. Fox entered the service of the 
Metropolitan as an agent at Camden, 
N. J., May 29, 1882, and two years later 
was promoted to assistant superintend- 
ent at Camden, later serving succes 
sively as superintendent at Camden, 
Brooklyn middle district, Omaha, Neb. 
Chicago south, Philadelphia middle and 
Southwark, Philadelphia. In 1913 he 
was a general agent in Middle Atlantic 
territory and in 1921 was appointed to 
the position he held until death. 

He moved to Camden at the age o 
nineteen. and entered the insurance busi 
ness through the influence of “the lit 
tle girl next door,” who later became 





Mrs. Fox. “I entered the business. 
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Mr. Fox once said, “in the days when 
it tried the hearts of men. My brother 
told me I was crazy. I began to so- 
licit after only two hours of instruc- 
tion. For the first few months I aver- 
aged only $7 or $8 a week. On a 
Christmas eve, seven months after I 
had taken up life insurance, I was mar- 
ried. 

“Moreover, I ask a prospective agent 
if he is willing to sign a life contract. 
I don’t want men who are shiftless, 
coming into the business for a_ time, 
until they can get something else to 


O. 

While in Chicago Mr. Fox often 
worked until 3 o’clock in the morning 
and was back at his office at 7, but he 








never regretted the fact that he had to 
fight for success. 


Cyrus T. Steven of the home office of 
the Phoenix Mutual Life has become a 
member of the agency department. He 
entered the actuarial department after 
graduating from Trinity College and 
later became manager of the policy loan 
division. He had in charge the drawing 
up of special settlement agreements now 
known as income settlements. His 
work in these lines led to the develop- 
ment of the insurance conservation 
agreement, gotten out by the company. 
He has been active in the Insurance In- 
stitute of Hartford, having served as 
secretary and later as vice-president. 
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McKNIGHT GOES TO ST. LOUIS , agent for the Equitable of Iowa. He is 





Manager of the Aetna Life’s General 
Agency at El Paso, Tex., Has 
Been Transferred 





The Aetna Life announces the ap- 
pointment of Arthur L. McKnight as 
manager of the St. Louis, Mo., general 
agency. He will succeed John W. Estes 
and Jay Allan Fiske, resigned. Mr. Mc- 
Knight goes to St. Louis from El Paso, 
Texas, where he has been manager of 
the Aetna Life for about 10 years. He 
first joined the Aetna in 1908. 


Clifford Ball 


Clifford Ball, formerly of Portland, 
Ore., has arrived in Seattle to become 
agency organizer of the Western States 
Life for the state of Washington. Mr. 
Ball has been in the insurance business 
ten years, nine of which he spent with 
the New York Life. His first year was 
with the company to which he is now 
returning. 








C. J. Sauter 


Clement J. Sauter of San Francisco 
has been appointed agency director of 
the Equitable Life of New York, at 
Seattle and surrounding territory. Mr. 
Sauter has served the Equitable for more 
than 20 years. 





DeMaris & Crane 


Earl T. Crane, formerly connected 
with the Joseph T. Peterson Agency of 
Des Moines, will be associated with 
Ralph E. DeMaris, Des Moines, Iowa, 
special agent of the Guardian Life of 
New York, after Jan. 1, in the DeMaris 
& Crane agency, managers for the 
Guardian Life. The agency will have 
its office in the Liberty building. 


L. E. McGrew 


L. E. McGrew has been appointed 
agency supervisor of the Los Angeles 
agency of the Lincoln National Life 
by State Manager H. G. Everett. Mr. 
McGrew is from Minnesota, in which 
State he was for a number of years a 
leading producer of the Minnesota Mu- 
tual Life in the Eliason agency. He 
went to California last spring and be- 
fore joining the Lincoln National was 
an agent of the Great Republic Life. 








International Appointments 


Virgil J. Parks has been appointed 
Seneral agent of the International Life 
of Duluth, Minn., and A. R. Thompson 

comes general agent at Minneapolis. 
Both have had a fine experience in life 
Msurance, 





J. O. Jennings 


J. O. Jennings, Masonic Temple, 
Charleston, W. Va., has been appointed 
y George Washington Life as a gen- 
eral agent at Charleston, reporting direct 
to the home office in that city. Mr. Jen- 
nings has had long experience in life 
msurance work, having been for many 
years superintendent for the Prudential 
in West Virginia and later general 
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a good personal producer, an organizer 
and a man of considerable ability and 
energy, with a wide acquaintance. 





F. J. Hammer and V. B. Swett 


Frank J. Hammer, connected with the 
Provident Mutual Life for nearly 40 
years, and for the past 18 years general 
agent of the company in Boston, has re- 
signed and with Mrs. Hammer will go 
to California for the winter. Mr. Ham- 
mer served as associate general agent 
with his brother, Charles D. Hammer, 
from 1896 to 1906, when he became man- 
ager. 

Vernon B. Swett, who has been with 
the Provident for 28 years, and has 
been associated with Mr. Hammer as 
general agent since 1911, under the firm 
name of Hammer & Swett, has been ap- 
pointed Mr. Hammer’s successor. Alex- 
ander M. Hammer will be associate 
general agent and Robert E. Blakeslee, 
supervisor of agents. 





Edward D. Cutler 


The National Life of Vermont has 
appointed Edward D. Cutler general 
agent at Syracuse, N. Y. Mr. Cutler 
has had several years’ successful ex- 
perience as a local agent at Pittsfield, 
Mass. He is 26 years old and is a 
graduate of Williams college and the 
school of life insurance salesmanship 
at Carnegie Tech, 

Edward S. Gaylord will continue as 
general agent in the same office. He 
will devote more of his time to personal 
service, and Mr. Cutler will give a 
considerable part of his attention to 
the expansion of the sales force. 





Joel L. Traylor 


Joel L. Traylor, who has been with 
the Indianapolis office of the John Han- 
cock Mutual for over a year and is 
well known to underwriters generally 
through his one-time connection with 
the National Association, has been ap- 
pointed agency supervisor of the In- 
dianapolis branch. He succeeds John 
Jones, who goes to Chicago to become 
cashier of the new Houze general agency 
of the John Hancock. Mr. Traylor 
will continue to give attention to per- 
sonal production as well as acting as 
agency supervisor. 


Vernie H. Chasey 


Vernie H. Chasey, who has been as- 
sistant manager of the general agency 
of the Aetna Life at Rochester, N. Y., 
becomes general agent succeeding 
Edwin B. Nell, who is retiring on ac- 
count of ill health. In addition to the 
life department, Mr. Chasey will also 
become general agent of the accident 
and liability department 








M. M. Duel 


M. M. Duel, associated for some time 
with U. S. O'Connor in the district 
agency of the Northwestern Mutual Life 
for Fond du Lac county, Wis., has been 
appointed district agent, succeeding Mr. 
oO’Connor, who has been transferred_to 
Stockton, Cal, as general agent. Mr. 
Duel has been with the agency for four 
years, previous to which he was county 
superintendent of schools for six years. 














We Arm the Ambitious! 


Our monthly SALES LETTER has a yearly total of 144 
rich pages. 

Supplies a commission-creating educational course—stories 
of delivered cases, descriptions of approaches and closings, 
answers to objections, prospect methods, inheritance tax 
arguments and illustrations, monthly income sales talks, busi- 
ness insurance presentations, sales by women to women, 
farmer solicitation, young men solicitation, and the like—all 
in the language of the actors in the experiences related. 


Increasing efficiency, through constant study, leads to the 
maximum of profitable service. We arm the ambitious! 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
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q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 


q Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 


q Check up our record. 
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100 PER CENT 
EFFICIENCY 


Life men find our methods bring their efficiency up to 
100 per cent. 


We consider every man insurable and rate each case 
on its own impairment and amount of risk involved. 


We take the “Blue Monday” out of the life insurance 
business by helping you salvage your wasted energy 
expended on Sub-Standard business. 


We have everything in the life game to offer. Let us 
tell you how. 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 


WATERLOO IOWA 
I. G. LONDERGAN E. E. BROWN 
Vieo Pres. & Gen’! Mgr. Agency Supervisor 
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“Rush This!” 


In the last analysis, efficient home office 
service to agents is mainly a matter of 
speeding up detail work. One of these 
details is getting out the mail. 


A part of the modern equipment of 
WEST COAST LIFE’S Home Office is 
an automatic stamping machine. It 
stamps more envelopes in an hour than 
a pair of human hands could stamp in 
a day. 

It’s one of a great many reasons why 
WEST COAST LIFE agents don’t have 
to mark their papers, “Rush this!” 


West Coast Lire 


INSURANCE COMPANY 





HOME OFFICE - SAN FRANCISCO 
The only company on the Coast carrying Group Insurance stan 4 
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Shortening The Selling Process 


UR SYSTEM of obtaining “leads” for our Agents has been cited 
as one of the most successful in operation. 


This service is part of our comprehensive program of Home Office 
cooperation which is of genuine practical value to our men in the field. 
Service to policyholders is also the best kind of service to nts. 
Our Policyholders Service Department offers, among other things, 
the health service of the Life Extension Institute free of charge. 


For information concerning Agency opportunities, address: 
T. LOUIS HANSEN, Vice-President 


The Guardian Life | Insurance Company 


Established 1860 under the Laws of the State of New York 
Home Office: 50 Union Square, New York 











SAFE AS A GOVERNMENT BOND’ 


©) The OHIO STATE LIFE 


MONTHLY INCOME INSURANCE 
FOR FACTS 


LIFE, HEALTH, ACCIDENT >» 


S] eae LATEST POLICIES AND AGENCY CONTRACT 
Openings Obie, Ind., Ky., Mich., W. Va., Tex. and Okla, Write Columbus 











“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 








Ninth in the U. S. A. 


In 14 years this Company developed an accident and 
health business that placed it in 9th place among all the 
companies of the United States in amount of disability 
claims paid. And it is now making equal progress in the 
development of the Life Insurance Department. 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, President KANSAS CITY, MISSOURI 














} »" Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “Easy Lessons in Life Insurance,”’ a text and review book with quiz supplement. §1.56 The 
National Underwriter Company, 1362 Insurance Exchange, Chicago. 


























IN THE MISSISSIPPI VALLEY 








ORGANIZING TWO COMPANIES 





A. C. Littlejohn of Springfield, IIL, is 
Promoting Institutions to Write 
Life, Accident and Health 





A. C. Littlejohn of Springfield, IIL, is 
promoting the Merchants & Bankers 
Life and the Merchants & Bankers Cas- 
ualty. The life company is being or- 
ganized under the assessment law. It 
was chartered Nov. 13. The main policy 
it will write will be a 10-year converti- 
ble term. Its limit of insurance is 
$25,000. The company states that it has 
a reinsurance contract for excess 
amounts with the Reinsurance Life of 
Des Moines. When the Merchants & 
Bankers Life is licensed, Mr. Littlejohn 
proposes to transfer the members of 
the North American Benefit to the for- 
mer. The North American Benefit is 
not an insurance company. Its charter 
is received from the secretary of state 
and under the peculiar Illinois laws, a 
benevolent protective association does 
not have to be licensed by the insur- 
ance department. The North American 
Benefit has been in operation since 1921. 
A maximum benefit of $1,000 is paid. 

The Merchants & Bankers Casualty 
will write accident and health insurance. 
This company received its charter Dec. 
5. Its advertising literature states that 
its policy is non-cancellable, non-pro- 
ratable, covers every disease, every ac- 
cident, does not require house confine- 
ment, pays from the first day to a 
lifetime, pays partial disability after total 
disability, as long as partial disability 
exists. It issues triple indemnity on 
account of travel accidents and double 
indemnity on account of automobile ac- 
cidents. Indemnities increase 10 per- 
cent each year for five years. It pays 
a funeral benefit for death of any cause. 





KENDRICK RECOMMENDATIONS 





Would Prohibit Loans by Insurance 
Companies to Organizations Having 
Same Officers or Directors 





Interest in legislation likely to be 
passed by the coming Iowa legislature 
is intensified by the recommendations 
made by Commissioner Kendrick. 
Among his recommendations for re- 
medial legislation is strict prohibition 
against loans by insurance companies 
to any other organization having the 
same officers or directors, and measures 
stipulating that the commissioner shall 
be the receiver in cases of insolvent 
Iowa insurance companies, whether fire, 
casualty or life. He also urges, in his 
communication to the governor, that 
the insurance department be given 
power to remove officers and directors 
of insurance companies for misman- 
agement or misfeasance. 

Fraternals are reliably reported to be 
preparing to keep a close watch upon 
this assembly, although no far-reaching 
legislation to be preposed by them has 
as yet come to light. The fraternals’ 
activity may be accounted for by ru- 
mors recently circulated that the effort 
to require all Iowa fraternals to put 
themselves on a legal reserve basis may 
be renewed this winter. 

The insurance commissioner has 
taken no stand uprn this question, ex- 
cept to urge that foreign fraternals not 
now established in the state should 
not be admitted to do business in the 
state of Iowa hereafter unless all of 
its business “is based upon adequate 
rates.” 





Banquet $200,000 Men 


The Chicago members of the New 
York Life $200,000-club were entertained 
at a banquet at the Morrison hotel Mon- 
day by the agency directors of the 
Chicago branches. 





SUIT IS IN FEDERAL COURT 





New York Life Files Inter-Pleader, 
Taking Advantage of Act of 
February, 1917 





KANSAS CITY, MoO., Dec. 31.—Use 
of the federal act of Feb. 2, 1917, for 
simplification of litigation over claims 
to proceeds of life insurance policies, 
was made in Kansas City last week, 
This law provides that when two or 
more litigants in a suit over the pro- 
ceeds of life insurance reside in different 
states, the suit comes under the juris- 
diction of the federal court, the resi- 
dence of the named beneficiary, if any, 
determining the district. 

The New York Life filed a bill of 
interpleader, stating to the court that a 
certain policy entitled somebody to 
about $1,600, and asking the court to 
decide. In this case, the insured, a John 
Donnelly, had a 20-pay policy for $3,000, 
issued in 1904. The beneficiary named 
was his wife, Denie. He died April 235, 
1924. Albert and Edward Donnelly set 
up a claim for the insurance, based on 
assignment to them from “Mrs. Don- 
nelly. As soon as the prospect of a liti- 
gation loomed, the insurance company 
filed the proceedings in the federal 
court, forestalling any suits from the 
claimants, since the proceedings under 
the act provide also for restraining of 
suits. In this, as in most such cases, 
there was no actual trial or hearing, the 
claimants settling with each other out 
of court. In this particular case, the 
estate, $1,600, was divided up by agree- 
ment, $450 to each of the assignment 
claimants, and the balance to the named 
beneficiary. The attorney’s fee, $50, and 
court costs, $60, were the only expenses 
of this proceeding, contrasted with the 
heavy legal service fees and court costs 
in the ordinary litigation over posses- 
sion of proceeds of insurance policies. 





Insurance Firm Buys Own Product 


McKey & Poague, real’ estate and in- 
surance firm in the 63rd street dis- 
trict of Chicago, have purchased 
group life insurance for their employees, 
given in addition to regular cash bo- 
nuses. Census taken of their employes 
shows over 50 percent have been with 
the firm for five years, 25 percent over 
10 years, many over 15 years. and a few 
having passed the 20 year mark. 





Equitable’s Kansas City Course 


A continuous series of life insurance 
schools, each course being for thr 
weeks, will be started in Kansas City 
shortly after the first of the year by the 
agency there of the Equitable Life o 
New York. The course will be pract 
cally the same as that the company 
operates from New York, as a “travel 
ing school,” but it will be operated by 
the Kansas City agency, for the men 
that territory. Harry C. Booker, assist 
ant manager of the agency, has beet 
put in charge of the course. He will 
take a postgraduate course himsell, 
in the school of the St. Paul agency, 
before starting the work. Other me 
of the agency, and leaders from outside 
the agency, will also be called on to 
help to give lectures and instructio® 





More Indiana Day Speakers 


Two additional speakers have beet 
secured by the committee in charge % 
“Indiana Insurance Day,” which_will b¢ 
held at Indianapolis Tan. 20. Clarence 
Adams of Indianapolis, a member of the 
law firm of Turner, Adams, Merrill 
Locke, will be toastmaster at the bat 
quet. Mr. Adams acted in this capaci? 
last year, and made a strong impressi® 
on the insurance men _ present. Mr. 
Adams has spoken before insurance 
gatherings from coast to coast. 4 
other speaker secured is Dr. Charles J. 
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Rockwell, professor of insurance sales- 
manship at the University of Pittsburgh, 
who will speak at the noon luncheon 
under the auspices of the Indianapolis 
Association of Life Underwriters. 


Big Business Policy at Madison 


The largest life insurance contract 
ever written in Madison, Wis., and one 
of the largest ever written in Wiscon- 
sin, was closed there the past week. 
Policies aggregating $1,150,000 on the 
life of Edward J. Young, Madison lum- 
berman, were placed through Harry L. 
French, general agent of the North- 
western Mutual Life. The contracts 
just closed have been in the making for 
the past two months. 

The insurance, all written on the or- 
dinary life plan, calls for an annual pre- 
mium totaling approximately $48,000 
and is for the benefit of Mr. Young’s 
estate and the several companies ct 
which he is president. Among con- 
cerns headed by Mr. Young are the 
Bernard Timber & Logging Company, 
the Black River Lumber Company, the 
Foster Creek Lumber & Manufacturing 
Company and the Wisconsin-Alabama 
Lumber Company. 








Jones Wins Agency Contest 


By writing 21 applications in 18 days 
of December, Everett Jones of Sparta, 
Wis., brought his total up to 42 appli- 
cations and has been designated as win- 
ner of the Oct. 1-Dec. 20 contest of the 
E. L. Carson agency, of Milwaukee, rep- 
resenting the Equitable Life in Wiscon- 
sin and upper Michigan. 

Mr. Jones was contracted by the 
agency about two years ago and has 
made steady progress since that time 
standing as the chief leader of its forces 
during most of the closing year. He is 
familiarly known as “the binder boy” 


| peenees Club and a leading underwriter 


because most of his business is written 
that way. During the contest just 
closed all but two of his 42 applications 
were on binder. 





Wisconsin Code Work 


Members of the committee of six in 
charge of the work of codifying Wiscon- 
sin's insurance statutes met with the ex- 
ecutive committee of the Insurance Fed- 
eration of Wisconsin at Milwaukee last 
week. Reports made at the meeting in- 
dicated that the work of codifying the 
state’s insurance laws is progressing 
rapidly, and that a good portion of the 
work has already been laid out. Excel- 
lent cooperation between the insurance 
men and the Wisconsin insurance de- 
partment is greatly facilitating the task. 

Nothing definite on the codification 
work can be given out until the task has 
been completed. Several more important 
meetings between the federation and the 
committee of six will probably be held 
soon and the work further mapped out 
as progress is made. 








Nebraska Insurance Bureau Moves 


The Nebraska insurance bureau was 
removed this week to the new quarters 
assigned it in the new statehouse. These 
are on the first floor, immediately under 
the offices of the governor, and for the 
first time in years adequate rooms and 
vault space are provided for the depart- 
ment. The major portion of the office 
rooms in the new capitol have been built 
in that section which surrounds the old 
building, which still stands. On its site 
will be the 400-foot high tower, 80 feet 
square. 





One of the finest Christmas presents 
received by a Milwaukee insurance man 
was left at the home of Mr. and Mrs. 
Joseph G. Pollak during the holidays. 
The new arrival was a boy. Mr. Pollak 
is vice-president of the New York Life 





in the Wisconsin agency of the company. 
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CHANGES IN DISABILITY POLICIES 


Brief Review of News About Policies, Riders and Rates, Which Are Given 
in Full in the Policy Analysis Section of the A & H Monthly Bulletins, 


ational Underwriter 











GREAT NORTHERN LIFE 


The Great Northern Life of Chicago 

plans to begin the issuance of non-can- 
cellable policies about Feb. 1. They will 
be issued only in connection with life 
insurance, but the company has not yet 
decided the limit of life insurance which 
will be required in connection with the 
“non-can” coverage. Forms will be is- 
sued providing elimination periods of 
15, 30, 60 and 90 days. The rates to 
be charged for the new forms have not 
yet been announced. 
_ The Great Northern Life of Chicago 
1s NOW issuing a special combination dis- 
ability policy for workers in the oil field. 
It is the oil workers’ policy, form 215, 
and is the only accident and health pol- 
icy which will be issued to these work- 
ers. It is to be sold in combination 
only. No monthly indemnity over $100 
will be issued. 

Experience of companies writing this 
class of business on their regular poli- 
cies has been disastrous in the amount 
of losses. It has been realized that the 
rates would have to be made adequate to 
the risk and companies are now issuing 
a special policy for that class. 


* * * 
MISSOURI STATE LIFE 


The Missouri State Life is issuing 
three new policy forms, selling under 
the name “Universal” and giving unre- 
Stricted coverage for all accident and 
complete protection for all disabilities. 
€ accident policy costs $40 annually 
for select and preferred classes, $60 for 
‘xtra preferred class and $75 for se- 
lect ordinary risks. The policy car- 
res $10,000 death benefit with double 
indemnity, and graded benefit for dis- 
memberment. The weekly indemnity is 
$50 per week for total disability and $25 
Per week for partial disability, with the 
faut! double indemnity clause. The in- 
orang is payable for life. Partial dis- 
ability payments are made for 26 weeks. 





There is an additional provision for phy- 
sicians’ indemnity of from $10 to $200 and 
medical or surgical treatment up to 
$50. Hospital or sanitarium indemnity 
is provided at $25 a week for 25 weeks. 
This is payable in addition to all other 
indemnities except nurses’ fees. The 
latter amounts to $25 per week for 25 
weeks. The usual identification provi- 
sion is included. 

The combination accident and health 
policy in the new “universal” series, 
costs $100 annually at ages 18 to 50 for 
select and preferred classes, $120 for 
extra preferred class and $135 for select 
ordinary risks. For ages 51 to 55, the 
annual premium is $135, $155 and $170 
for the same classes respectively. The 
policy carries the same accident provi- 
sions as the accident only policy and in 
addition $50 weekly indemity for health 
disability. There is a limit of 52 weeks 
for the health indemnity. Loss of sight 
or hands and feet through disease is cov- 
ered at $5,000. On both policies the au- 
tomobile supplement, providing $10,000 
additional insurance if death is caused by 
injuries sustained while riding in, operat- 
ing or working directly upon a private 
automobile, will be attached at an addi- 
tional cost of $10. 

a 


INTER-OCEAN CASUALTY 


The Inter-Ocean Casualty of Cin- 
cinnati has issued the Service Guaranty 
Policy to be sold to automobile dealers 
and finance companies for protecting 
automobile purchasers and_ dealers 
against loss on account of purchaser’s 
accident or sickness. It provides total 
accident disability indemnity beginning 
with the eighth day of disability and 
sickness indemnity after the first visit 
of the physician, also beginning with 
the eighth day of disability. Payment 
for time losses runs from date of be- 
ginning of loss, with exceptions noted, 


¥ 


indemnity is a sum equal to the monthly 
accident indemnity from date of acci- 
dent to expiration date of policy less 
any sum paid for monthly accident in- 
demnity. The policy is written only on 
persons not under age 15 or over age 
70. With one week’s elimination the 
rate is 2 percent on purchase amount 
outstanding; the policy is also sold with 
a two weeks’ elimination period at a 
rate of 1% percent. 
ee 
HOOSIER CASUALTY 


The Hoosier Casualty of Indianapolis 
announces a health insurance rider to be 
used with the Hoosier special accident 





policy, Form 499. This rider, which is 
sold at $5 per year for each $5 of weekly 
health indemnity provides payment of 
weekly indemnity for not exceeding 30 
weeks for total disability, confining ill- 
ness; one-half weekly indemnity for not 
exceeding eight weeks for total dis- 
ability, non-confining illness. 
* * . 


BOSTON CASUALTY 


The Boston Casualty is now issuing 
a disability policy with a three days’ ex- 
clusion period known as the Bromfield 
disability policy, Form 30. This policy 
has been copyrighted by the company. 
Total disability by accident pays weekly 





We can 


plan. 


Insurance Promoters 


—Buy the balance of your stock. 
—Put you in business at once. 
—Resell stock back to you at same price. 


If your organization is strong and your stock 
partially sold; you will be interested in our 


Smith, Hardy & Company 


208 S. La Salle St., Chicago, III. 














WW. L. MOODY, JR. 
President 





INSURANCE IN FORCE 
JUNE 80, 1924 
$231,759,843.00 


American National Insurance Company 
On CA cman uneer, 


v 
FINANCIAL STATEMENT JUNE 30, 1924 


ASSETS LIABILITIES 
Real Estate Owned.......-- $ 1,104,974.53 Net Reserve (American Ex- 
Mortgage Loans (First Lien perience Table, 3 & 84 %) $15,085,169.00 
on Real Estate) .......... 6,516,988.73 Reserves for ath Losses in 
EAGRD ccacccncece 25,000.00 Process of Adjustment or 
Loans to Policyholders (On Adjusted and Unpaid..... 181,818.00 
this Company's Policies).. 1,816,922.97 Reserve for Taxes and De 
MED ceccccecccccccsccecs 6,876,621.55 preciation Cvcccccceecocoe 143,694.88 
Cash in Banks...........-.- 1,416,770.99 Miscellaneous Liabilities .... 916,668.45 
Certificates of Deposit (De- Capital Stock ...$1,000,000.00 
mand) .....++. egocecesce 844.00 Assigned Fund 
Interest Due and Accrued.. 875,278.54 and Surplus .. 2,007,582.98 
Def and Uncoll Surplus urity to Policy- 

Premiums (Net) .......+- 376,012.00 BONED. ccccecceces eseeve 3,007,588.98 
Total Assets .......+++++ $18,583,408.81 Total Liabilities ..........$18,683,408.21 
GAINS MADE DURING FIRST HALF 19234— 

Increase in Insurance in Force...... eeccetee o eee +e +$16,728,488,00 
Increase in Admitted Asscts.........-++eeceees eeees 1,468,819.88 

Surplus Security to Policyholders......... 188,411.68 


TOTAL PAID POLICYHOLD.- 
ERS Aaa ORGANI. 


$15,285,539.37 


Ordinary Life, Industrial Life & Accident Insurance to Meet the Requirements of Every 
Insurable Person. 
HOME OFFICE BUILDING 
Operates in Twenty-one States and the Republic of Cubs 
Gross Income Averages, $726,613.00 per Month 


TEXAS 












Ww. J. SHAW, 
Secretary 


ADMITTED ASSETS 
$18,533,408.31 
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EQUITABLE LIFE OF IOWA 


Now Occupies Its 
NEW 18-STORY 


HOME OFFICE BUILDING 


In Des Moines 


With increased facilities, it is now 
better prepared than ever before 
to render service to its policy- 
holders, agents and friends. 











to expiration date of policy. The death 
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Reinsurance Lif 











. A. HOPF & 
COMPANY | 


MANAGEMENT ENGINEERS 


Specializing in Advisory Work for 
Insurance Companies 
Organization Equipment Standardization 
Methods Personnel © Modern Office Planning 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 




















THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE CO. 


A GOOD WESTERN COMPANY 


sami [Up-To-Date Policies Liberal Contracts. 
‘Towa, South Dakota, Minnesota, Nebraska 








Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA : 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to 











$50,000.00 with premiums payable annually, semi-annually or quarterly, | 
and INDUSTRIAL Policies from $12.50 to $1,000.00 with premiums pay- 
able weekly. 
JOHN G. WALKER, President 
+f a » 'rer $ 


We have opportunities for Agents in 
Arkansas, Illinois, lowa and 
Minnesota — 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 











indemnity for not exceeding 100 weeks 
and a partial disability benefit of one- 
half the weekly indemnity for not ex- 
ceeding 26 weeks. The illness coverage 
provides weekly indemnity for not ex- 


—= 


ceeding 26 weeks. The illness coverag 
disability with weekly indemnity fo 
four weeks for non-confining sickness 
The annual premium for men in the 
select class is $32; for women $38.40, 














IN THE ACCIDENT AND HEALTH FIELD 








PARTIAL DISABILITY UPHELD 
Arkansas Supreme Court Reverses 
Lower Court in Case Where South- 
ern Surety Was Interested 





Injury to Insured Resulting in Total 
Disability Three Days After the Acci- 
dent Held Not to Entitle Insured to 
Payment for Total Disability Under 
Terms of Policy—In Southern Surety 
vs. Penzel, decided by the supreme 
court of Arkansas, 261, S. W. 920, the 
company issued an accident policy 
which provided: 

“The company will pay accident in- 
demnity at the rate per week specified 
in part 1, for the period of total loss of 
time commencing on the date of the ac- 
cident, during which ‘such injury’ alone 
shall wholly and continuously disable 
and prevent the insured from perform- 
ing any and every duty, * * 

“The company will pay one-half of 
the said weekly accident indemnity, if 
‘such injury’ shall not, from the date of 
accident, wholly disable the insured, but 
shall, within thirty days _ thereafter, 
wholly. and continuously disable him, 

* ” 


While this policy was in force the 
insured, on Jan. 6, suffered an injury. 
On Jan. 9, three days thereafter, blood 
poisoning developed which rendered in- 
sured totally unable to perform any du- 
ties in connection with his business. 


Offered Partial Disability 


On this state of facts the company 
contended that the insured was only 
entitled to payment of one-half the 
weekly accident indemnity, since he had 
not been totally disabled from the date 
of the accident. This contention was 
based on the stipulations of the policy. 
The insured, on the other hand, con- 
tended that he was entitled to payment 
of the full weekly accident indemnity. 
In the lawsuit the insured was given a 
judgment and awarded payment for to- 
tal disability. On appeal the higher 
court in denying a recovery on this ba- 
sis, and in upholding the contention of 
the company, in part, said: 

Company Is Upheld . 


“The plaintiff was injured Jan. 6 and 
blood poison developed in his injured hand 
on Jan. 9 following. This was three days 
after he sustained the injury. The lan- 
guage of the policy is that if such injury 
shall wholly and continuously disable 
the insured from the date of the accident 
from performing the duties of his occu- 
pation, the company will pay him for 
the period of totai loss of time com- 
mencing on the date of the accident. 
— 

Lower Court Reversed 


“Therefore the court erred in finding 
for the plaintiff for total disability. The 
plaintiff was injured Jan. 6 and the 
blood poisoning did not develop until 
Jan. 9, which could not be considered 
from the date of the accident. * * * 

“The result of our views is that the 
court erred in holding that under the 
circumstances the plaintiff was totally 
disabled within the meaning of the pol- 
icy, and for this error the judgment 
must be reversed, and the cause re- 
manded for a new trial, unless the plain- 
tiff elects within 15 days to take judg- 
ment here for the amount conceded by 
defendant to be due.” 





New St. Louis Company 


The National Insurance Company of 
Missouri has been organized in St. Louis 
to do a health and accident business, 
and will commence operations Jan. 5, 
according to its 


president, W. lL 





Mitchell. Offices have been opened {p 
the Odeon building, St. Louis. 

Mr. Mitchell for eighteen years was 
associated with the Kentucky Centra 
Life & Accident. He states that his 
company will issue a special accident 
policy with a life benefit clause which 
will be sold solely to white persons 
Colored persons will be permitted to 
purchase other policies of the company, 
however. ; 

Other officers of the company are F 
J. Mitchell, vice-president; W. A. Lam. 
bert, secretary-treasurer. Mr, Lambert 
was also with the Kentucky Central for 
22 years. Its capital is $10,000 with 
$20,000 surplus. Its policy forms Have 
been approved by the Missouri insur. 
ance department, and an experienced 
agency force organized. 





Boyer Announces Appointment 


Cc. B. Boyer, vice-president and general 
manager of the U. S. National Life é 
Casualty, announces the following ap. 
pointments: R. E. Browning, formerly 
home office representative, as permanent 
manager of the branch office at St. Louis: 
W. L. McFarland, formerly of St. Louis 
as manager of the Omaha branch, suc- 
ceeding F. A. Zeller, home office repre. 
sentative, who has been recently in 
charge of the office. 

O. S. Dickinson, agent, Fort Worth, 
Tex., has been made assistant manager 
of the Fort Worth branch office. 

William Phelan has been promoted to 
assistant manager in the Detroit office. 

N. C, Petersen has been made manager 
for Montana with headquarters at Great 
Falls, for commercial and monthly pre- 
mium payment business. 


A. L. Saether Promoted 


A. L. Saether, assistant manager in 
the life, accident and group department 
of the Milwaukee office of the Travelers, 
has been promoted to the managership 
of the Worcester, Mass., life, accident 
and group insurance department of the 
company. 








Aetna Life Changes 


Arthur L. McKnight, manager in St 
Louis for the life department of the 
Aetna Life, has been licensed to write 
accident insurance and has been give 
equal rights by the company with the 
St. Louis casualty branch office to de 
velop commercial accident and health 
life certificate and non-cancellable lines 
throughout Missouri. Mr. McKnight will 
use the title of “manager” in connection 
with his accident and health business 4 
well as with his life business, for which 
he now acts as general agent. 

The Dunning-How-Dunning Company, 
general agents for the Aetna companies 
in Duluth, will, effective Jan. 1, take ove 
nine counties now supervised by the St 
Paul branch office, in connection with 
the development of accident and health, 
life certificate and non-cancellable busi 
ness. This will not effect the Manley- 
McLennan Agency of Duluth, which wil 
continue to represent the Aetna Com 
panies for accident and health insurance 
in Duluth and report business direct. 





Fidelity Mutual Sells Building 


The Fidelity Mutual Life has solé 
its 12-story home office building .™ 
Philadelphia, Pa., to the United Gem 
Improvement Contracting Company for 
approximately $2,100,000. The company 
has occupied this building since 18% 
The Fidelity Mutual Life recently p&™ 
chased a site for a new $3,000,000 home 
on the Parkway. 


Raymond C. Ellis Promoted 


Raymond C. Ellis has been appointed 
assistant to Superintendent ot Ace 
George W. Murray of the Home - 
He has had considerable experience? 
the home office and in the field 
cently he has been connected pe 
Brooklyn general agency. He will S 
charge of the literature to be got 
out by the company. 
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LIFE INSURANCE EDITION 

















New Policies 


New and appealing line of 


policies being written. 


Rates exceptionally attrac- 


tive. 


Unusual contracts to 


agents. 


Several splendid agencies 


open in Iowa. 


Write for information. 
LaMonte Cowles, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, Iowa 














ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 














™ South La Salle Street, Chicage 
Actuaries 


& Eraminers 


600 Gates Building 


OHNC HIGDON} 
Kansas City, Me. 


OHNC. HIGDON 





‘districts and following the 





RANK J. HAIGHT 
CONSULTING 
ACTUARY 
$16-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 


‘A. L. Holland, 








F'vonsvc S. WITHINGTON 
CON: TING ACTUARY 
90-00 Tees E 


Tel. Walnut 3761 DES MOINES, 1A. 








J. McCOMB 
7 SELOR AT LAW 
INSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
wes, ete. Caleula 
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PRUDENTIAL LEADERS GIVEN 





Some Men in the Ranks Who Have Re- 
cently Been Promoted to Assistant 
Superintendent 





Agent Joseph J. Reis of the Baltimore 
No. 4 district of the Prudential has ful- 
filled the expectation that he would lead 
the entire Prudential industrial field for 
1924. His lead is so great over the 
second man that there is no chance of 
his being overtaken. 

Harry A. Tucker is promoted to assist- 
ant superintendent in the Washington, 
D. C., district from the agency staff of 
the same district. 

Winfield S. S. Joynes, a former assist- 
ant superintendent in Norfolk, Va., has 
again taken up the duties of that posi- 
tion in the same district after a short 
period of agency work. 

Ernest C. Havnar, having had agency 
experience in the Wheeling and Charles- 
ton, W. Va., districts, is promoted to 
assistant superintendent in Charleston, 
We Van 

Division “K” is proud of Superintend- 
ents P. F. Kielty of Wilkes-Barre, Pa., 
J. F. Bonner of Scranton, Pa., and F. W. 
Schott of Bethlehem, who rank numbers 
one, two and three in ordinary net in- 
crease proportionate for 1924 in the 
entire field. The same three superin- 
tendents rank Nos. 2, 1 and 7 in ordinary 
net increase for the year 1924. 

Assistant Superintendents J. E. Jack- 
son of Scranton, Pa., and S. W. Crozier 
of Bethlehem, Pa., have the honor of 
being Nos. 1 and 2 in the company in 
ordinary for 1924. 

Of the leaders in lowest percentage of 
ordinary net cancellations to amount in 
force. Division “K” leads, the first two 
districts being No. 1, Pottsville; No. 2, 
Allentown. 





Metropolitan Appointments 

Edward Wendel has been appointed 
manager of the Metropolitan Life at Hel- 
ena, Mont. Mr. Wendel succeeds A. A. 
Dwight, who has been appointed man- 
ager at Colorado Springs. Fred Boid, 
‘who has been in the Helena office, has 
been appointed assistant manager at 


‘Great Falls. 





Metropolitan’s Evansville Meeting 


Ninety representatives of the Metro- 
politan Life met at Evansville, Ind., a 
few days ago for noon luncheon. Rep- 


‘resentatives were present from the Ev- 


Vincennes and Terre Haute 
luncheon 
business matters were discussed. The 
meeting and luncheon were arranged by 
superintendent of the 
company at Evansville. 


ansville, 





Western & Southern Changes 


Carroll B. Choate has been appointed 
superintendent of the Western & South- 
ern Life at Grand Rapids, Mich., succeed- 
ing A. C. Lafferty who is put in charge 
of Zanesville, O. C. L. Dougherty has 
been appointed superintendent at Lan- 
sing, Mich., being promoted from as- 
sistant at Jackson, Mich. 


| 







































Six Years of Marching On 


We now announce 1924 as the 
sixth successive year in which the 
Bankers Life Company has shown a 
gain in new business production as 
compared with the preceding year. 
The total for 1924 will reach $150,- 
000,000. 


BANKERS LIFE COMPANY 


Des Moines, Iowa 
GEO. KUHNS, President 














Attractive Agency Openings in Thirty-Five States 
To Agents who are Master Masons we offer: 


Liberal First Year Commissions— 
Continuous Renewals — Real Home 
Office Cooperation. 


We issue all Standard Forms of Old 
Line Legal Reserve policies to Master 
Masons only—at Net Cost 


Insurance in Force over $170,000,000— 
Assets over $11,000,000. 
ACACIA MUTUAL LIFE ASSOCIATION 


WILLIAM MONTGOMERY, President 





HOMER BUILDING WASHINGTON, D.C. | 














Y Million Policies Now In F 

Over 1% n Policies Now orce 
ine Y 

A, Oe. Only four other life insurance com- 
7 ~ panies in America have more policy 
contracts in force than this com- 
pany. The following figures show 
its remarkable growth in the last 


ten years: 





> 
’ 


uh 


Jan. 1, 1914 Jan. 1, 1924 
REBTAD cocccccecccccced $ 7,804,230 §$ 40,113,271 
503,302 1,552,803 
Insurance in Force... 73,455,636 . 351,140,583 





Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 











Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 
Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


J.C. MAGINNIS, President J. N. WARFIELD, Jr., SpapetarsSecnsuses 
J. BARRY MAHOOL, Vice-President Dr. J. H. IGLEHART, Medical or 














National Underwriter Want Ads are Result Getters 
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NEWS ABOUT 


LIFE POLICIES 








Diges 
PRICE, $3.50 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing 
t” and “Little Gem,” Published Annually in May and April respectively. 


the “Unique Manual- 














DIVIDEND FUNDS PROVIDED 





Metropolitan Life Makes Provisions to 
Wipe Out Liens on Policies of 
Pittsburgh Life 





The Metropolitan Life has declared 
dividends payable next year amounting 
to $34,500,000, according to the an- 
nouncement of President Haley Fiske. 
The board of directors apportioned 
$12,779,000 of this amount for the in- 
dustrial department, and in addition to 
the $7,000,000 already declared in the or- 
dinary department, $2,600,000 was set 
aside as dividends, and $12,700,000 for 
a reserve to cover dividends which will 
be passed on at the next meeting. In 
making the announcement, President 
Fiske said: 

One of the most interesting features 
of the dividends in the ordinary depart- 
ment is the sum of $2,100,000 to wipe 
out all the liens placed on policies of 
the Pittsburgh Life which the Metro- 
politan assumed a few years ago, return- 
ing to policyholders in cash who paid 
cash rather than agree to liens at the 
time of the assumption, and restoring 
full value to holders of matured endow- 
= and annuities in the irate aan 
Life 

On industrial policies there is an in- 
crease of dividends over last year of $2,- 
000,000, being an increase of from 10 to 
60 percent on certain policies as com- 
pared with last year, and amounting to 
premiums of from 4 to 26 weeks. It is 
assumed that the increase of dividends 
on ordinary policies as compared with 
last year will amount to about 20 per- 
cent. 


of the old Pittsburgh Life policies will 
place them on the same basis as the 
holders of policies originally issued by 
the Metropolitan and will mark the final 
clearing up of the situation created by 
the impairment in 1917 of the reserves 
of the Pittsburgh company. The Metro- 
politan at that time, acting upon the 
request of the Pennsylvania authorities, 
assumed the policies of the Pittsburgh 
Life, subject to a lien upon their cash 
or surrender value equivalent to the 27% 
percent impairment of reserve. 

The total amount of Pittsburgh Life 
policies in force at that time was $118,- 
000,000 distributed among approximately 
30,000 holders. Endowments or annu- 
ities maturing meanwhile have been 
paid subject to the lien, except where 
this has been offset by cash payments by 
the insured. The action taken by the 
board means that checks to the amount 
of the lien are now going fo d to 
several hundred beneficiarie ma- 
tured policies. Several mill icy- 
holders will participate in ger 
dividends to be paid by the in 

5. 












NEW RATES AND. DIVIDENDS 





Connecticut General Announces Many 
Revisions in Schedules for New 
Year, Showing Reductions 





HARTFORD, CONN., Dec. 30.— 
The Connecticut General Life announces 
extensive changes in its non-participat- 
ing rates, an increase in its dividend 
schedule and a liberalization of many of 
its policy contracts. The changes in 
kg ee me rates and policy con- 
tracts become effective immediately. The 





The payments made to the holders 


increase in dividend schedule becomes 


effective June 1, 1925. The new sched- 
ules give the company a new low net 
cost. 

There is a wide variety of disability 
plans. Life insurance is sold without 
disability or with any one of three dif- 
ferent disability benefits. Under all of 
the disability provisions, benefits become 
available if disability occurs before age 
60 and under the insurance to age 65 
income contracts, the coverage is con- 
tinued to age 65. If disability begins 
before age 60 and continues after the 
limiting age disability benefits remain 
operative until the insured either dies or 
recovers. 


Varied Plans Provided 


Disability Plan 1 provides an income 
of $5 per month for each $1,000 of in- 
surance beginning to accrue imme- 
diately, if disability is presumably per- 
manent, and at the end of six months in 
any event, the payments continuing as 
long as disability lasts. Premiums are 
waived after six months. 

Disability Plan 2 provides an income 
of $10 per month for each $1,000 of in- 
surance beginning to accrue imme- 
diately if disability is presumably per- 
manent, and at the end of three months 
in any event, payments continuing as 
long as disability lasts. Premiums are 
waived after three months. 

Disability Plan 3 provides an income 
of $10 per month for each $1,000 of in- 
surance beginning to accrue imme- 
diately, if disability is presumably per- 
manent, and at the end of two weeks in 
any event, payments continuing as long 
as disability lasts. Premiums are waived 
after three months. 

The Disability Plan 3 offers one of the 
most complete coverage clauses of any 
disability benefit incorporated in life 
contracts. 

Under an endowment policy if the 
insured is disabled at maturity the pol- 
icy will mature for its face value and 
the disability benefits will continue as 
long thereafter as the insured remains 





totally disabled. Under term contracts 








the income continues after the expira. 
tion of the ee ie until death o 
recovery. 


Increase in Dividend Schedules 


The company has announced an in. 
crease in dividend schedule effective on 
the policy anniversary after June 1, 1925, 
The average increase in dividends is ab. 
proximately 18 percent. A schedule of 
dividends on the more popular plans js 
subjoined. 

During the past few years the com. 
pany has been steadily extending its 
list of insurance-income policies an 
now publishes rates for such contracts 
to mature at ages 55, 60, 65, 70 and 15, 
the policy being paid for, either by an- 
nual payments to maturity or over ; 
period of 20 years. These contracts pro- 
vide insurance to a specified age a 
which time the policyholder may obtain 
a cash payment varying from $1,000 to 
$1,600 for each $1,000 of insurance, the 
amount of cash payment being depend- 
ent upon the age of the insured at ma- 
turity and the sex. In lieu of the cash 
payment the policyholder may obtain a 
life income of $10 per month as long 
as he or she lives. In the event of the i’ 
death of the insured before receiving at 
least $1,000 the income will be contin- 
ued to the beneficiary until that amount 
has been paid. When this policy is is- 
sued with Disability Plan 3 benefits it 
provides a well rounded, complete cov- 
erage. 

Examples of the new schedule are 
given as follows: 

Ordinary Life 


Plan 1 

























































Annual aes Year— 
Age Prem. 1 5 10 
Bs ccces $16.18 $1.60 eee $1.93 
Beecosece 16.52 1.66 .74 2.00 
BBecccvce 16.90 1.74 1.83 2.09 
Bie ccces 7.29 1.80 1.89 2.18 
Deoaveee 17.70 1.88 1.97 2.27 
Beccecce 18.12 .96 2.06 2.37 
BBscccece 18.58 2.06 2.16 2.48 
BT cccce 9.06 2.14 2.25 2.59 
eee 19.55 2.24 2.35 2.70 
BPocveese 20.08 2.34 2.46 2.83 
Bee cvwve 0.63 2.44 2.56 2.95 
Bhcccoes 21.22 2.55 2.68 3.09 
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BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets 


$24,200,000.00 





Bankers Life Insurance Company, 
Lincoln, Nebr. 


Gentlemen: 


past twenty years. 


which is a participating polic 
I hope to have the pleasure of 


Fairbury, Nebr., 


Your District Agent, Mr. R. C. Harriss has handed me your draft for 
$684.00 in payment of the surplus due on my policy No. 17050 which has matured. Per- 
(| mit me to thank you for the prompt payment and for the favors shown during the 


that I have paid your company a total of $1,244.00 


In addition to the above mentioned surplus I still have a paid-up policy of $2,000.00 
and will bring in a dividend each year as long as I live. 
cashing a good many dividend checks. 


It will be a pleasure for me to say a good word for your Company. 
With best wishes for your continued success, I am 


Yours truly, 


CHARLES P. WAGNER. 


Oct. 7, 1924. 


The payment of the annual premium of ~~ F ~ never been a hardship. I find 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 
Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
. of Lincoln, Nebr. 











If interested consult one of our agents or write 


Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Nebr. 


Name of insured. .........Chas. P. Wagner 
Residence ................Fairbury, Nebr. 
Amount of policy . 
Total premiums paid........ 


SETTLEMENT 


Total cash paid Mr. Wagner $684.00 and @ 
Paid-Up Participating Policy for $2,000.00. 


ve eee « «$2,000.00 
1,244.00 


“ere eeeee 
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LIFE INSURANCE EDITION 
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Plan 1 
Annual -——Dividend Year—— Annual -——Dividend Year 
1 2 5 10 Age Prem. 1 2 5 
2.61 2.74 3.17 3.98 42 : 40.98 5.18 5.48 6.44 
2.63 2.77 3.22 4.08 | 43...... 42.11 5.32 5.62 6.63 
~ 390 nae 0801 te*-*> 43.32 5.46 5.77 6.81 
. wwe . . ind cos 44.58 5.59 5.92 6.98 
2.66 2.82 3.31 4.24/46...... 45.92 5.76 6.10 7.20 
2.70 2.85 3.36 4.35 ys sewedde ies rat zs 7.43 
a ieee ee Ger tf eRe 87 6.12 .49 7.67 
2.72 2.90 3.43 4.46 | gg" ****" 50.48 6.32 6.71 7.92 
2.76 2.93 350 4.58) 50...... 52.19 6.55 6.94 8.20 
2.78 2.97 3.56 4.69 61 chine 54.02 6.79 7.20 8. 
pa 3 6: “Ot * Seale 55. 7.04 7.46 8. 
a a os — ace 58.03 7.33 7.77 9.1! 
2. . . ; i dwten 60.26 7.63 8.09 9. 
2.90 3.11 3.80 5.11] 55...... 62.63 7.97 844 9. 
2.95 3.18 3.90 5.28 | 56...... 65.17 8.20 8.69 10. 
299 323 3.99 5.44 |S2-----: 67.90 8.48 8.99 10. 
2. . . . Se a 70.82 8.78 9.29 10. 
3.06 3.29 4.10 6.62|59....:: 73.96 9.08 9.60 11.2 
3.25 3.52 4.37 2} tee 75.35 9.40 9.93 11.5 
3.50 3.77 4.66 6.33 = ‘ 
3.74 4.04 498 6.71 Po Wear EinGoument 
4.04 4.35 5.34 7.14 an l 
e Annual -——Dividend Year——, 
4.34 4.67 5.70 7.58 | age ~ anon 1 2 5 
4.69 6.03 6.11 8.07 | 39...... $46.76 $3.95 $4.35 $5.64 
5.05 5.41 6.56 8.60] 21...... 46.85 3. 4.39 5.67 
5.45 5.83 7.02 9.15 | 22...... 46.95 4.02 4.42 5.71 
5.88 628 752 9.74 |23°°-:°- 47.06 4.05 4.45 65.73 
— . . At ae 47.16 4.08 4.48 5.77 
6.37 6.79 8.09 10.38 /295...... 47.28 4.12 4.52 5.81 
6.79 7.23 8.58 10.93 | 26...... hy 4.17 4.56 ed 
by “* eget 47.54 4.20 4.60 “8s 
7.2600 (7.71 (9.11 11.61 | 99°" **° 47.68 4.25 4.65 5.94 
7.76 8.23 9.67 12.13) 99...... 47.84 4.30 4.70 5.99 
8.20 8.69 10.16 12.67 = paneee $3.03 4.35 4.78 6.05 
2 aa 48.20 39 «64.79 6.05 
8.88 9.37 10.90 13.46 | 3) 48:21 446 86 6.16 
4.51 4.91 2 
Payment Life 4.60 4.99 6.30 
4.65 5.06 6.36 
7 1 43 
c-—Dividend Year——, ety eas 6.52 
4.89 5.29 6.61 
$3.73 $3.89 $4.44 $5.51 4.99 5.39 6.71 
3.76 3.94 4.49 5.58 5.08 5.49 6.82 
3.80 3.98 4.55 5.66 5.19 5.60 6.93 
3.83 4.02 4.59 65.74 5.30 5.71 7.06 
3.87 4.05 4.66 5.82 5.42 5.84 7.19 
3.92 4.11 4.72 5.92 5.56 5.97 7.34 
3.96 4.15 4.78 6.01 5.69 6.12 7.49 
4.01 4.20 4.85 6.09 5.84 6.28 7.67 
4.06 4.27 4.92 6.21 6.01 6.44 7.86 
4.12 4.32 5.00 6.31 6.20 6.64 8.08 
4.17 4.38 5.08 6.42 6.39 6.85 8.30 
4.23 4.44 5.16 6.53 6.61 7.07 8.54 
4.28 4.52 5.24 6.66 6.85 7.32 8.80 
4.36 4.59 5.33 6.79 7.09 7.58 9.09 
4.44 4.67 5.44 6.93 7.37 7.86 9.41 
4.50 4.74 5.54 7.06 7.67 8.16 9.72 
4.57 4.83 5.63 7.20 7.99 8.50 10.09 
4.66 4.92 5.75 7.36 8.24 8.76 10.37 
4.76 5.02 5.88 7.54 8.52 9.05 10.69 
4.85 5.13 6.01 7.71 8.81 9.35 11.00 
4.95 5.22 6.14 7.90 9.11 9.66 11.32 
5.06 5.35 6.28 8.09 9.17 9.72 11.41 
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Connecticut General News 


Hartford, Conn. 














Rate Reduction 
Other Changes 


On January 1, 1925, a reduction in our 
non-participating rates goes into effect, 
making our premium schedule the low- 
est used by any American Life Insurance 
Company. 


An increased dividend schedule on par- 
ticipating policies takes effect June 1, 
1925. 


Our disability protection, already the 
most liberal and varied to be obtained 
anywhere, has been rendered even more 
desirable by a reduction of the rates and 
an increase in the benefits. 


























Endowment at 65 
#10 Moenthly Income 


Plan 1 
Annual -——Dividend Year——, 
Age Prem. 1 2 5 10 
ae $21.64 $3.52 $3.65 $4.04 $4.82 
[a 22.26 3.65 3.78 4.20 5.01 
Me ecees 22.91 3.75 3.89 4.32 5.17 
a 23.60 3.79 3.92 4.39 5.27 
| (eae 24.33 3.84 3.99 4.46 5.40 
—— 25.11 3.89 4.04 4.55 5.53 
eer 25.93 3.93 4.10 4.62 5.66 
. ee 26.80 3.99 4.16 4.72 5.80 
Tideeves 27.73 4.05 4.23 4.82 5.96 
C—O 28.71 4.09 4.28 4.90 6.10 
esesse 29.76 4.15 4.35 5.00 6.26 
—— SE 30.88 4.22 4.43 5.11 6.44 
C—O 32.08 4:28 4.51 5.23 6.64 
ee 33.36 4.35 4.59 5.35 6.82 
a ede de 34.73 4.44 4.68 5.49 7.04 
Fe 36.21 4.50 4.77 5.62 7.27 
36 37.79 4.61 4.88 5.78 7.53 
39.50 4.70 4.99 5.94 7.79 
34 4.80 5.11 6.12 8.07 
43.34 4.90 5.24 6.31 8.39 
45.50 5.01 5.36 6.51 8.71 
47.85 5.15 5.52 6.74 9.07 
50.42 5.28 5.68 6.98 9.47 
53.22 5.43 5.86 7.23 9.89 
56.31 5.58 6.04 7.51 10.34 
9.70 5.75 6.24 7.82 10.84 
47 6.89 7.42 9.11 12.34 
.64 7.16 7.71 9.54 12.98 
2.32 7.44 8.05 10.01 13.70 
.57 7.76 8.43 10.55 14.49 
3.51 8.12 8.84 11.12 15.36 
90.28 8.78 9.56 12.04 16.61 
98.05 9.52 10.37 13.07 17.99 
09 10.39 11.32 14.26 19.71 
17.72 11.37 12.37 15.62 21.44 
130.42 12.54 13.67 17.23 24.25 
145.84 13.40 14.66 18.64 rer 
165.01 14.40 15.83 20.35 
189.51 15.64 17.29 22.50 
221.98 17.20 19.15 25.29 
267.18 19.28 21.64 29.62 


Disability Rates—Ordinary Life 


Without Plan Plan Plan 
Age Dis. No. 1 No, 2 No, 3 
ie cudes $12.20 $12.30 Biases Buaet 
Tieseess 12.43 12.53 eese -ehe 
wee ne 12.67 12.77 ;wan aus 
in ee6< 12.93 13.03 sr ad 
ecanee 13.20 13.30 eae aon 
20.. 13.48 13.58 14.41 16.49 
esa aes 13.77 13.87 14.72 16.83 
22 14.08 14.18 15.06 17.17 
Be ceses 14.41 14.51 15.43 17.55 
14.75 14.85 15.80 17.93 
Digaaess 15.10 15.20 16.19 18.33 
eh cat 15.48 15.58 16.61 18.77 
ceeees 15.88 15.98 17.03 19.23 
i cweee 16.29 16.39 17.48 19.68 
iceest 16.73 16.83 17.96 20.20 
ns is exe 17.19 17.29 18.46 20.72 
a 17.68 17.81 19.02 21.31 
ives s< 18.19 18.35 19.60 21.92 
ee 18.73 18.92 20.23 22.56 
6 66s6060 19.30 19.52 20.88 23.25 
ine <we 19.91 20.16 21.56 23.96 
iisesse 20.55 20.85 22.29 24.7 
Tieasede 21.22 21.57 23.06 25.54 
21.94 22.34 23.89 26.39 
a 22.70 23.15 24.76 27.30 
ses een 23.50 24.00 25.68 28.26 
ae 24.41 24.96 26.71 29.36 
Tdcéene 25.36 25.96 27.77 30.50 
«eee 26.39 27.04 28.93 31.71 
ee 27.48 28.18 30.15 33.04 
=a 28.63 29.38 21.45 84.42 
a 29.89 30.69 32.84 35.89 
31.24 32.09 34.33 37.48 
ee 32.68 33.58 35.93 39.18 
49 34.22 35.17 37.62 40.96 
iesvace 35.86 36.86 39.42 42.88 
Didess 6 7.61 38.71 41.39 44.95 
tae 39.48 40.68 43.48 47.16 
ideceee 41.47 42.77 45.72 49.51 
——e 432.62 45.02 48.13 42.04 
Tieonene 45.90 47.40 50.69 4.74 
aaa 48.33 49.93 53.41 57.61 
ee 50.95 62.65 56.36 60.70 
Sea 52.74 R54 49.423 63.92 
i. cee 56.74 58.64 62.83 67.47 
60 59.96 ee ee 


Ohio National Admitted 
NEW YORK, N. Y., Dec. 31.—The 


latest accession to the ranks of the As- 
sociation of Life Insurance Presidents 
is the Ohio National of Cincinnati, 
thereby increasing its membership to 56 
companies. The Ohio National began 
business in 1910. At the close of last 
year it reported assets of practically 
$4,700,000, with insurance in force of 


over $44,000,000. T. W. Appleby is its 


president. 


Takes Policy for Charity 


Needy persons at Columbus, Ohio, 
will receive $200 a year for 40 years 
after the death of Samuel S. Jackson, 
a tailor of Columbus, O., who has taken 
out a life insurance policy for $2,500 
with a Cincinnati company. Mr. Jack- 
son is a member of the Charity Newsies 
Association, composed of former news- 
boys, who on the Saturday preceding 
Christmas each year sell newspapers on 
the street for charity. The $200 a year 
is the average of Mr. Jackson’s charity 
news sales since he became a member 
of the organization. 
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HOME LIFE INSURANCE CO 


New York 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 


Premiums received during the 
FERS TED  coceccccccesessece $ 7406, 
Payments to Policyholders 
and their Beneficiaries in 
Death Claims, Endowments, 
Dividends, etc. ..... > 
Increase in Assets........... 11,7 
Actual Mortality 56% of the 
amount expected. 
Insurance in Force......... -. 4,373,20 
Admitted Assets ............ . 206 


FOR AGENCY APPLY TO 
Ww. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Oble and 
Northern ensneky 
Reoms 601-606 The Fourth Nat. Bank 


Building 
CINCINNATI, OHIO 

















MORE THAN 50% 


of the business written by some of our larger 
{ agencies is a direct result of the Fidelity lead 
service. Our agents interview interest - 


— 


Fidelity is a low-net-cos. company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
| Walter LeMar Talbot, President 

A few agency openings for the right men 





——$— —— 








Capable Policy-Placers 


can always find a satisfac oppor- 
tunity for work with this Compan 
in good territory—men who can 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 


ALBERT E. WADE, Supt. of Agencies 

















BATTLE CREE 


WHERE THE WORLDS BREAKFAST IS MADE 








For, perhaps, you are one of the few 
men able to fill such a big job as this 
one. Battle Creek, Michigan, is world- 
renowned for its breakfast foods, di- 
versified factories, and great prosperity. 
You must be a large personal producer, 
good organizer, be of high social stand- 
ing, financial vempensiniiity, and large 
earning capacity. 


We will give you unlimited co-opera- 
tion in finding and closing business, 
and in a line of policies with new sell- 
ing features and settlement provisions. 

e have more than $125,000,000 of in- 
surance in force, and a greater ratio of 
assets to liabilities than any other large 
company in the same field. 


If you can qualify, we will give you a 
contract direct with the home office, a 
liberal first year commission, a renewal 
commission, a collection fee, an office 
allowance and a_business-development 
allowance. 

Let’s see if you are the man we want! 
Address L-3 Care The National Under- 
writer, 

NOTE: We also have an unusually 


attractive, special contract for 
salesmen whose experience is limited. 
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THE NATIONAL UNDERWRITER 


January 2, 19 















We write a complete line of poli- 
cies —age one to sixty-five. We 
have all the modern features of 
life insurance. 


General Agency Openings In 


MICHIGAN: Dowagiac, Hillsdale, Adrian, Jack- 
son, Ann Arbor, Pontiac, Traverse 
City, Bay City. 


OKLAHOMA: Oklahoma City, Enid, Ardmore, 
McAlester, Okmulgee, Guthrie, 
Bartlesville. 


OHIO: Dayton, Cincinnati, Toledo, Cleveland, 
Sandusky. 


INDIANA: Indianapolis, Terre Haute. 


[LLINOIS: Springfield, Bloomington, Peoria, 


Decatur, Jacksonville, Joliet, 
Rockford, Waukegan. 


MISSOURI: St. Louis, Springfield, Joplin, Mo- 
berly, Jefferson City. 


[OWA: Des Moines, Council Bluffs, Sioux City, 
Davenport, Burlington. 


Farmers National Life Insurance 


Company of America 
A. O. Hughes, Vice-President in Charge of Agencies 
3401 South Michigan Avenue Chicago 

















PRESTIGE AND GOOD WILL 


During seventy-nine years of active service to 
policyholders, the Mutual Benefit has demonstrated 
its dependability as a Life Insurance Company 
aiming to satisfy its membership. The prestige 
and good will the Company enjoys are due to its 
long record of equitable service, which redounds to 
the benefit of agents. 





The 


Mutual Benefit Life Insurance Co. 


Organized 1845 
Newark, New Jersey 
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| NEWS OF LOCAL ASSOCIATIONS 








READY FOR DALLAS CONGRESS | come 


W. E. Bilheimer Main Speaker at 
Joint Session of Life Under- 
writers and Managers 





DALLAS, TEX., . Dec. 


Life Underwriters which will be held 
the first week in January. The sales 
congress is being held this year jointly 
with the Life Managers Club of Dal- 


las. W. E. Bilheimer will be the chief 
speaker at the two days’ meeting in 
Dallas. It is expected in addition to 


the membership of the association, sev- 
eral of the life underwriters from vari- 
ous sections of the state will be in at- 
tendance. 

The North Texas Association has 
been holding its annual sales congress 
early in January for the past several 
years. The congress of the Dallas as- 
sociation usually is the starter of sim- 


ilar meetings in various sections of the | 


nation, 

Officials of the local association say 
that the congress is always held the 
first of the year in order that the mem- 
bers may have the full benefit of the 
discussions during their year’s work. 

*x* * * 

Buffalo, N. Y.—James Elton Bragg of 
the insurance faculty of New York Uni- 
versity, spoke on “Barrier Jumping” at 
the last meeting of the Buffalo Life 
Underwriters. Mr. Bragg took up the 
various obstacles which every salesman 
of life insurance encounters and told 
how to overcome them. Six new mem- 
bers were admitted. Walter J. Shepard, 
honorary president of the organization, 
gave an address of welcome to the new 
members elected under the present ad- 
ministration. 
Wertimer & Sons sang. 

* * * 

Fond du Lac, Wis.—A leather policy 
holder embossed with gold lettering was 
presented to U. S. O’Connor, a member 
of the Fond du Lac association, by that 
organization at its last meeting. Mr. 
O’Connor, who has been serving as dis- 
trict agent for the Northwestern Mutual 


] 30.—Every- | 
thing is ready for the annual sales con- | 
gress of the North Texas Association of | 


Sidney Wertimer of Henry | 










here, has been made general age 
| for his company at Stockton, Cal. 4 
| is the first member of the association 
| take a general agency. The princip 
| speaker at the meeting was W. W. Gui 
| foil of the Bankers Life, who talked , 


“Why No Insurance Company Can Gray 


| Insurance at Less Thant Cost.” At t 

January meeting officers will be elect 
Oe 

Seattle, Wash.—At the last meeting , 

the Seattle Life Underwriters Fran: } 


King of Portland, Ore., income specialig 


was the principal speaker. A number, 
Seattle underwriters spoke on 
of income insurance. 

x * * 


Kansas City, Mo.—The program con 





mittee of the Kansas City associatig 


provided a triple-header for the Decem 
ber meeting, an address, “Full Steag 
Ahead,” by A. M. Embry, manager of th 
Equitable Life, being the chief item. The 
two motion picture films were run, su) 


the underwriters, 





educational material to put before th 
public. The films were “What 
Happen” and “Everybody's Friend.” Th 






| program committee also had 
| special advertising material, 


writers. 


The association has taken a leading 
of th 
in Kansas City. Re 
at the suggestion of a commit 
| tee of this association, a meeting of th 
bar association was held on the subjec 
of crime in Kansas City; and now, at th 


promoting discussion 


|} part in 
}crime conditions 


cently, 
| 
| 


| further instigation of the life men’s con- 


| mittee, and resulting from the meeting 
| of lawyers, a general mass meeting i 


| to be held Jan. 15. 
* * * 
Dallas, Tex. 





last week. The 
guest of the Southland Life. 
Seay presided at the meeting. 
life insurance men were in attendance 
| Serious questions were tabooed at the 


|in a most enjoyable way. 








VALUABLE SERVICE TO 
POLICYHOLDERS GIVEN 


(CONTINUED FROM PAGE 5) 


the examinations had been made, said: 

“There were about 6,000 lives that 
had been exposed for an average period 
of five and a half years. That gave us 
a total of about 33,000 years of life. That 
is the same as saying that 33,000 per- 
sons were exposed one year. 
to the American Experience Table we 
should have had a total of 412 deaths; 
according to the American Men Table 
303 deaths. There actually occurred in 
our experience, only 217 deaths. That 


| revealed, into four groups, and the mor- 


| 


tality of these groups scrutinized. It 
was apparent that there had been 3 
distinct saving. The striking point which 
this analysis revealed was that the 
poorer the standard of the group, th 
greater had been the mortality saving 
in that group. In other words, the 
examinations had had the effect of pro- 


| longing materially the lives which had 


According | 


| 


been most greatly impaired. 
The conclusive check, however, from 
the standpoint of the company was 1 


| determine if the work really paid. Cart 


means that the mortality was but 53 per- | 
cent according to the American Experi- | 


ence Table and 72 percent according to 
the American Men Table. . . . The 
saving for the entire group was 28 per- 
cent on the American Men Table. So 
we prepared a table showing the result 
by ages and found that under 30 there 
was a saving of 17 percent mortality. 
Between 30 and 40, the saving was 15 


ful auditing of the figures, taking th 
costs and the savings of mortality into 
account, was surprising in that it showed 
that for every dollar of expense to th 
company, there had been a saving ® 
approximately $2. 


War Gave Impetus 


With this knowledge the institute ws 
ready to go ahead and place its services 


|at the disposal of all of the companies 


percent. Between 40 and 50, it was 22 
percent. Between 50 and 60 it was 53 
percent. Between 60 and 70 it was 14 | 
percent. The number of lives exposed 


for the other ages was too small, so 
we disregarded them. ; 
“The remarkable thing was that the 
very large group between 40 and 60 
responded very well. It was there where 
the greatest gains were accogplished, 


22 percent for ages 40 to 50 and 53 | 


percent for the ages between 50 and 60.” 
Saving in Poorer Groups 
A second check was made in which 


the 6,000 were classified, according to 
the physical condition the examinations 





The war had given a great impetus 
the interest in health problems. Th 
information resulting from the examin 
tion of millions of men for the armies 
showed that the physical condition % 


‘the drafted men left a great deal to b 
| desired. The first to follow the Metro 


was the Guardian of New York, 
which subscribed to the _ institutes 
service in 1918. Since that time, th 
number of companies whose policyhold- 
ers are entitled to free health examin 
tions by the institute has grown W! 

increasing rapidity. In June, 1924, there 


politan 


| were 40 companies enrolled. These co™ 


panies carry over 25 percent of the risks 
in force on the people of this county: 
This list may be expected to increas 
continuously until practically every © 




















writing 





















jected to the criticism and judgment ¢ 
with the purpose ¢ 
securing them if they looked like goa 










Mighi 


applause that greeted the pictures ani 
the comments that accompanied them ip. 
dicated that they hit the point of view @ 
the life men, and ought to get across th 
| ideas that the public should receive. Th 
prepared 
which wa 
| submitted for the approval of the under. 




























The annual frolic of th 
| North Texas association was held her 

association was the 
Harry L 
Some 1 













frolic, the life insurance men having me 
for the purpose of spending the evening 
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! 
any of standing is enrolled, since it has | 
en demonstrated that its recommenda- | 
ons actually do extend the span of 
e and that the insurance companies 
ve far more than they invest. Indeed, 


om the standpoint of investment, there | 


nothing into which an insurance com- 
y may put its funds that returns such 
“attractive rate of interest. 

If the companies can save so sub- 
antially on the investment it is obvious 
at those companies which subscribe 
an return more to the policyholders in 
ividends with consequent lower net 
ost. It is not going too far to foresee 
e day when the public will have be- 
ome educated to this point and will 
sk the solicitor if his company offers 
ee health examinations under the in- 
itute’s direction. Indeed, the question 
frequently asked today, though gen- 
rally the inquirer does not know all 
f the points back of his query. There 
an be little debate as to the institute’s 
ervice being an asset to the subscribing 
ompany in its endeavor to secure busi- 
ess. 

A step farther along this line of 
lhought is to make the assertion that 
he company which attracts applicants 
vho are influenced to some degree be- 
ause of their eligibility to free exam- 
ations will be able to show improved 
ortality results since its policyholders 
re of a class that desires such service. 
f course, the millennium in this direc- 
ion will come when the insured will 
insist, as a part of his contract, that the 
nsurance company not only look after 
is death claims but that it keep a con- 
tant record of and check on his physical 
ell-being. and guarantee so far as pos- 
ible, his living. 


Show Less Reserve 


An advantage to the Life Extension 
nstitute’s service is its impersonality. 
he examining physician is practically 
hlways a stranger to the clients of the 
nstitute, but his capability is attested 
»y his appointment. It is foreign to 
en’s nature to submit themselves to a 
doctor’s care whom they do not know 
personally or who is not recommended 
by close personal friends. They are 
apt to be less frank than with a man 
yhom they do not know and whom they 
do not expect to see again, and who will 
mot profit in any manner by treating 
hem—who can not have any ulterior 
otive in his findings. Then the facts 
are sent on to a distant city where the 
case is merely a number, and the rec- 
ommendations can be made only as 
based on cold scientific data. In this 
manner, most men have the instinctive 
feeling that all local coloring is elim- 
inated and that the truth only can come 
forth. When the institute’s report and 
recommendation are returned, the insured 
may use his own judgment in following 
the information, whereas, in the hands 
of his own physician, there is apt to be 
a greater or lesser element of at least 
implied coercion which is often irksome. 


TREND OF THE YEAR 
HAS BEEN FOR BETTER 


(CONTINUED FROM PAGE 3) 


by investment sharks, but even in this 
direction there is promise of reform; 
legitimate investment houses and public 
officials having joined forces in a plan 
to protect ignorant seekers after sudden 
tortunes from the seductive schemes of 
those anxious to separate them from 
their money. 

.More and more, thanks to the en- 
ightening educational campaign of the 
ite Insurance agents, are the people of 
the country getting to know the bene- 
ts of life insurance, the volume of the 
business written, and more especially 
its diversified forms, telling eloquently 
of the successful mission of the faithful 
and unwearied solicitors. Business in- 
‘urance is written in amounts never 
dreamed of some years ago, and those 
S the firing line say the increase in the 
far future will be in even greater ratio. 
bo it tor this development must be 
Ccorded in generous part to the co- 


operation of banks and trust companies, 


which, once antagonistic to the general 
scheme of life insurance, holding it to 
be a distinct competitor, now realize 
that the reverse is the case, and are 


staunch in their advocacy of insurance, | 


refusing in many cases to make loans to 


| clients unless the latter take out life in- 
| surance as additional collateral for his 
advance. 


Relations Are Cordial 


The relations between the life com- 


| panies and their agency staffs continue 
cordial, the former appreciating that the | 


latter are the life blood -of their organ- 


| izations, and if the companies are to 
| continue to make progress it can only 


| head 


be through the close co-operation of the 
office and the field staffs. The 


quality of the man on the firing line has | 
immeasurably improved and promises to | 


become more and more so with passing 
time. 


|} man out of a job and seeking a tem- | 
porary connection to tie up with a life | 





office and, without proper training or 


No longer is it possible for any | 


equipment of any kind, get a rate book | 


and a bundle of application blanks and 
begin seeking business. Instead, to 
secure engagement with any real office, 
a man must have a record of successful 


accomplishment in some line of effort, | 
possess character and be willing to sub- | 
mit to an intensive course of training, so | 
that when he talks life insurance he will | 


be able to do it understandingly, and his 
statements will be such that they can be 


supported by the contracts of his com- 


pany. 


CHARLES G. TAYLOR, JR.,° 


IS ASSISTANT MANAGER | 


(CONTINUED FROM PAGE 32) 


director of the company in 1913 and at | 
the time of his resignation, to accept the | 


with the association, he was 
member of the finance, agency 
committees of the com- 


position 
also a 
and executive 
pany. 

Mr. Taylor is one of the best known 
life insurance men in the country. and 
has always been strongly identified with 
cooperative movements for the benefit 
of the institution of life insurance as a 
whole. 
American Life Convention in 1920, was 
on its executive committee for 
years and is now chairman of its special 
taxation committee. 
ber of the executive committee of the 
Life Insurance Sales Research Bureau 


He was elected president of the | 
many | 


He is also a mem- | 


and was at one time a member of the | 
executive committee of the Life Agency | 


Officers’ Association. 


He was formerly | 


chairman of the Conference of Southern | 
Life Insurance Companies and for some | 
time has been chairman of the legisla- | 
tive committee of the Richmond Under- | 


writers Association. 

Mr. Taylor has long been a _ public- 
spirited citizen of Richmond. For over 
20 years a director of the Y. M. C. A,, 
he is now its third vice-president and is 
also vice-president of the 


Richmond | 


Rotary Club. He was president of the | 
Hermitage Country Club for several | 
years and is still a director of that or- | 


organization. He is a director and mem- 


ber of the trust committee of the First | 


National Bank of Richmond, the largest 
bank in that city. Mr. Taylor is a 


deacon of the Ginter Park Presbyterian 


Church. 


MAY HAVE NO SUCCESSOR 
RICHMOND, VA., Dec. 30.—The 


Atlantic Life has as yet taken no steps 
to secure a successor to Charles G. 
Taylor, Jr., vice-president and actuary, 
who has accepted the post of assistant 
manager and actuary of the Association 
of Life Insurance Presidents. It is un- 
derstood that plans are under consider- 
ation to reorganize the work of his of- 
fice and to apportion it among others 
in the home office. Should this be car- 
ried out, no successor to Mr. Taylor 
would be named. His resignation was 
accepted with regret last Friday at a 
meeting of the executive committee of 
the hoard. He is a brother of Herbert 
C. Taylor. Virginia special agent fo- 
the Franklin Fire. 





We have openings in Ala., Ark., Dela., D. C., Fia., Ge., Tl., Ia., Kans., Md., Mich, 
Minn., N. M., N. C., Okla., 8. D.. W. Va. and Wyo. . 


Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
~ eae on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 
plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 














THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful bus- 
iness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 














Insurance Record, 1923 


New Insurance . . . $ 96,148,025 
Insurance in Force . . 719,421,634 


Increase of $58,623,876 which is 61% 


of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 














Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 
Low Net Cost 


$16,666, 178.00 
‘ . .$1,427,367.00 
Insurance in Force $191,340,326.00 


Assets of $109.37 for each $100 of liabilities 


Rate of Interest Earned, 1923 
Mortality, 1923 
Liberal direct agency contracts available in Pennsylvania, Vir- 


ginia, Southern Indiana, and Kansas to men of ability and rec- 
ord of successful reults in personal production and organization. 
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Provident Mutual 
Life Insurance Company of Philadelphia 
Pennsylvania ———— Founded 1865 


Over forty per cent of the new business 
of the Provident Mutual is upon the lives 
of old policyholders who not only evi- 
dence their satisfaction by insuring their 
own lives, but by recommending the 
Company to their friends. 


Especially valuable to the agents of the 
Provident Mutual is the active good will 
of those whose Old Age Endowments 
have matured. 














EDW. G. SOURBIER CHAS. W. FOLZ 

















President Gee PE Geeseteny 
POAVINGS 
Age of this \SESRMIEM I. Lite Insurance 
Institution— }\ industries = PROTECTS Ta co more than 
15 Years! LIFE INSURANCE, TRU) $89,000,000 





Get the Reason! 


PUBLIC SAVINGS INSURANCE CO. 


Public Savings Building : : : : Indianapolis, Indiana 
PROTECTION FROM AGE 1 DAY TO 65 YEARS 











AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 











Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








A C BIGGER FRED D. STRUDELL 
President Vice-President 

Cc. W. SIMPSON BERT H. ZAHNER 

Medical! Director Chicago Manager 


MORTON BIGGER 
Secretary 


SAYS PART-TIMER IS — 
FORCING VETERAN OUT 


Missouri Agent Writes of Condi- 
tions in His Vicinity 
at Present 


SITUATION IS DEPLORABLE 


Cites Instances to Show Full-Time 
Men Are Not Getting Due Sup- 
port in Field 


The question of the part-timer in life 
insurance has always been of paramount 
interest and importance and at times 
has been the subject of no small con- 
troversy in certain sections of the field. 
At present there is considerable agita- 
tion over this problem in the Mississippi 
valley field and the conditions are said 
to be serious in certain communities, 
old timers in the business being driven 
out by the part-timers. Max L. Kelley 
of Steele, Mo., has commented on the 


situation in his territory, which he 
terms deplorable as follows: 


Little Done in Past 


“Thete has been much said in the 
past concerning the full time and the 
part-time life insurance agents, but, as 
Abe Martin said about the weather, 
‘There has not been much done about it.’ 

“The part-time agent question is a 
serious one with the man that has been 
devoting his entire time to the selling 
of life insurance. In some cases the 
best part of his life has been spent in 
the business, and it is no ‘passing show’ 
for him to find each year, when busi- 
ness is good, that his territory has been 
filled with a new flock of part-timers, 
consisting of doctors, farmers, bankers, 
merchants and lawyers, in fact anyone 
with a little influence that the general 
agent can find with the time and inclin- 
ation to do the ‘prospect pulling’ or ‘ice 
breaking’ for him on a 50-50 basis. In 
some cases they are men who have never 
devoted one hour of their time to the 
study of life insurance, and could not 
explain the difference in a 20-year pay 
and an endowment policy. They are 
only interested in getting the split’ com- 
mission, while the getting is good, and 
when business gets dull, they return 
to the desk or plow as the case may 
be, and await the return of ‘good times’ 
and a new contract. 


Hard on Old Timers 


“The salesman who has been depend- 
ing upon the selling of life insurance 
as his sole occupation, and source of in- 
come, a man that ‘knows his stuff’ and 
competent to render efficient service to 
both his company and the insured, after 
a hard fight for existence through the 
long lean months, finds that when the 
season is right, and business good, he 
is forced into competition with a new 
crop of part-timers or ‘pullers’ who too 
often go after the business by twisting 
and rebating. They know very little 
ibout their company, and care verv little 
about their contract. They ‘don’t have 
to sell insurance any way.’ Soon the 
full-time man finds that his good sea- 
sons are not as good as his bad, that 
he is losing ground, and begins to 
wonder if the game is worth while. 

“As an example, a tramp agent, with- 
out a contract from any company, or 
~uthority from the state. dropped into 
one of our towns last fall, a town of 
‘ess than 1,000 population, and within 
a few days had one doctor, one mer- 
chant, one farmer and one banker, work- 
ing for him on a split commission basis: 
for about three months they did a ‘land 
office’ business. when the ‘tramp’ left 
town just ahead of the sheriff. 











“Another case, on our hands at the 


| aannee time (there is a new one eve, 
| fall) is an old gentleman, who beg, 
| operations a few weeks ago, and in co 
|nection with one of the local docto 
|has been selling and offering for sq 
$5,000 and $10,000 policies at a reba 
of from 50 to 65 percent. After placip 
several of his policies at a rebate, 
was arrested and charged with rebati 
‘n 10 different cases, to which charge } 
entered a plea of guilty, and was fin 
in the sum of $50 and costs. His stat 
ment in court was that ‘All insurang 
men rebated, it was the only way th 
could sell the big ones; he had been dj 
ing it for years, and could make mo 
money in that way than he could 
demanding the full premium.’ He is q 
every day with the same _ propositic 













Ne Response to Appeals 


“The case of the ‘tramp’ agent wa 
called to the attention of several of ty 
insurance companies doing business | 
his territory, and to the state insuran 
department, who in turn passed th 
buck back to the agents and local a 
thorities, who delayed the matter un 
the field was worked, business back 
normal, and the ‘tramp’ seeking greeng 
fields. 

“The case of the ‘rebater’ was 1 
ported, and a certified copy of the cou 
record sent to one of the insurance cor 
nanies, whose business was most @ 
fected, by their general agent, who w 
feeling the effect of the rebates a 
offers to rebate his policyholders a 
prospects. The evidence submitted w 
returned with the notation that, ‘ty 
agent should take the matter up wit 
the local authorities, as they did ng 
care to have anything to do with th 
matter.” 

“In contrast to the above, an a 
gentleman, and a gentleman in even 
respect, a man who would add prestig 
to any profession in which he migij 
engage, has been working this territon 
for the past ten years, and owing to hi 
knowledge of insurance and reputatic 
for fair dealing has built up a nice bus 
ness, in an interview, said that hi 
business has suffered under the unia 
tactics of the numerous local represents 
tives, and that life was too short io 
him to continue under the present com 
ditions. and he places the blame upot 
the failure or refusal of the life insw- 
ance companies in affording their agents 
the proper protection and cooperation ™ 
keeping the appointed agents up to tk 
standard demanded of any first clas 
‘usiness man. 

Entitled to Protection 


“The life insurance salesman is ¢ 
titled to some protection from his com 
pany, and the company in return 5 
entitled to the full time personal ser 
ice of its agents, and until the lit 
insurance companies cease the custom 
of appointing every influential local mat 
who applies for a contract, they wi 
not, and cannot expect, the class @ 
men most desired, the real producit 
salesman to devote his time to the bus 
ness that would if they had the prop 
support and protection from the hom 
office. 

“No business concern or wholes 
house would think of employing ™ 
salesmen to cover the territory that o® 
efficient man should cover; neither woul! 
one efficient salesman work in comp 
‘ition to nine others, when he could @ 
the work himself; he would go whet 
service and efficiency were appreciate 
—demanded, and duly rewarded. 

“With fewer agents, we could hat 
better agents. and the life insurait 
agent would soon take his place at! 
head of the class, among the proj 
sional men of the world.” 


Oregon Life Convention 


The annual convention of agents MI 
the Oregon Life will be held in Pott: 
land, Jan. 16-17. The companys bus 
ness showed a substantial gain dunM 
1924 and further growth is expect 
during 1925. Indications are that bust 
ness will be generally healthy 1 


gon during the coming year. ace 
mistit 





surance men in Portland are opt! 
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USINIESS-GETTING 
METHODS 
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a A Cc D ] P | ter of influence be your close friends Geor e Brown Believes 

7 How an gent an eve Op rospects acquired through your life and organi- aa at 

: ° zations to which you belong. These > . 

ent we From Centers of Influence, Including centers of influence have more or less | a. sing Figures on 

1 of ¢ . . . if already been made, but by becoming | - Note Book During Sale 

he Close Friends and Associates in Life | more prominent in’ them you become | ue Dock ura 

isuran better known to more people, whereby | 66 BIT of practical figuring goes 

sed th BY E. R. WHITE your center of influence is increased in | a long way with a business man 

ocal a General Agent Connecticut Mutual Life at Philadelphia value. To become more prominent in when you are talking life insurance,” 

fer unt your center of influence I mean that | said George Brown of Detroit. “I 

back 4 Y far the most important thing | is associated with men who have mu- | you attend meetings and gatherings | found it a great help in selling accident 

greene B in the business of life insurance | tual interests with him. Out of these | regularly, circulate more freely among | insurance and I always had a small 
from the agent’s standpoint is hav- | centers of influence comes the so-called the people at these gatherings, get | scribbling pad and a lead pencil handy 

Was TH ing a sufficient number of prospects to endless chain method in that upon call- | yourself — Oo 8 anes = | for the purpose. The average man, 

he cou see. An agent may know a great deal | img upon the prospects whose names | mittee, or the special committees, and) unless he be a ‘lightning calculator,’ 

Ce COMME bout the policies his company issues— he has received from these centers of get on your ~~ _and debate and dis- | can’t remember the figures you rattle off 

ee “BB about inheritance and estate taxes, about - agg - com, agen — ae of | cuss questions that arise im meetings. | so glibly and his mental reaction is to 

vho w age . - ese people, secure additional pros- ‘ | resent your juggling. 

tes ang bequest a ~ — pects from them. The result obtained | eS New Centers | co ae 

ers a ness insurance, Dut 1 he does not Nave | i. very much the same as from the let- niuence Detroit Life Leaflet 












the people to talk to about these things, 
he is practically in the same position 
as a ship with first-class turbine en- 
gines and bunkers full of coal, but with- 
out propellers on the driving shafts. 

You must have prospects to call 
upon before you can sell your goods, 
and naturally there must be some 
source from which they can be secured. 
There are three methods of securing 
prospects, cold canvass, the so-called 
endless chain plan, and from centers of 
influence. 


Importance of Center 
of Influence Method 
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resents In studying this whole matter it 
ort 10H seems to me that the center of influence 
nt COMM is by far the most important method 
€ UpeR out of which develops the endless chain 
| NSU" method, and the occasional picking up 
by of prospects from cold canvass. 
to tt In our agency we have always sug- 
t chem Sested to a new agent that the first 
thing he should do to secure prospects 
is to call on his most intimate friends 
with an opening something like this, 
is ef Jack, I have just entered the life in- 










surance business. It is a business that 
I feel I am fitted for, and I am quite 
anxious to get a good start. I have 
therefore come to you to ask you to 
do me a favor.” This friend on whom 
the new agent calls will immediately 
close up more or less, thinking that 
the agent is calling upon him to ask 
lor a complimentary application. 


Asks for the Names of 
Promising Prospects 


But the agent proceeds—“This favor 
I am going to ask of you is not going 
to cost you anything. I want you to 
give me the names of three or more 
people that you know of and whom 
you think might be interested in this 
same plan of protection in which I am 
interested. I want you to give me the 
names of either some friends of yours, 
somebody who has just been married, 
become engaged, or had a raise in sal- 
ary; your doctor or dentist.” The 
iriend feeling a great relief at not be- 
ing solicited for life insurance at that 
tme usually suggests at least three 
names. The new agent then goes to 
his next friend, and so on until he has 
accumulated quite a number of pros- 
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“sd pects. This is the first step in secur- 
"Pott img prospects from center of influence. 
bust Out of Centers of Influence 
iri Comes Endless Chain Plan 
The next step in securing prospects 





Tom the center of influence would be 
rom a church, church club, a legion 
vest, or any organization such as these 









which he is a member and where he 








ters some of you no doubt have re- 
ceived, the good-luck letter started by 
an army officer in France, which is 
sent to you, and you in turn send it to 
nine other people. 


Securing of Prospects 
Spreads Out Like a Fan 


The securing of prospects in 
manner spreads out very much like a 
fan, increasing in breadth each time 
that new prospects are secured. From 
this source of securing prospects you 


this 


Mr. White gave the talk that is 
of the Connecticut Mutual men. 


are undoubtedly some of the most 


what he terms 


different with various agents. 











+ herewith at one of the meetings 
T 


There are also centers of influence 
that can be newly made and developed. 
For instance, you secure from some- 
one a prospect who is manager, or holds 
some official title in a large company 
or corporation. It a good thing 
after you have become well acquainted 
with this man either through selling 
him or doing him some service con- 
cerning his life insurance needs, to sug- 
gest that he give you the names of his 
assistants and heads of other depart- 
ments. You can then go on down the 


1s 


subject of securing and developing 


prospects is one of the most intriguing in life insurance work. As _ | 
“Conmutopics,” the house organ of the Connecticut Mutual Life, says, 
the principles and practices of prospecting in life insurance salesmanship 


important features of the agent’s 


work. Some part of each day should be set aside for the one purpose 
of creating new prospects, replenishing the stock of prospective business 
without which the best salesmen will soon begin to go about in circles 
and eventually come to a dead stop. Mr. White refers particularly to 
“centers of influence.” 
points for the securing and developing of prospects. 


These centers are the starting | 
They may be | 


naturally will have a number of cold | line of employes, with your chances of 


canvasses, in that some of the people 


who give you the names will request | 


that you not use their names as a ref- 
erence. That is a very hard point to 
get by sometimes, but my method of 
securing the permission of a man to 
use his name is usually successful. 


Advice on How to Get 
Use of One’s Name 


I anticipate the point by saying—“Mr. 
Smith, I would like very much to use 
your name in connection with my call 
upon these people, whose names yout 
are going to give me, but of course if 
you request me not to use it I cer- 
tainly will comply with your wishes. But 
by using your name it will be very val- 
uable to me in that your friends will 
have more confidence in me if they 
know that you and I are friends, or 
acquaintances. I will not tell them 
that you sent me to see them, but rather 
that you suggested that I call upon them 
to see if they are interested in the same 
plan in which you are interested. As 
I said before, your name will help me in 
this a great deal.” As a general rule, 
after a speech such as this, your friend 
will not refuse you the use of his 
name. 

I have spoken to you about the se- 
curing of prospects from the center of 
influence, and suggested that the cen- 


selling increased 100 percent. Sell the 
head of the department first before_ap- 
proaching his clerks. 


Manager’s Influence 
Goes a Long Way 


I have had quite a few personal cases 
where the manager or the head of a 
department has really sold the assistant, 
or a clerk for me, by using his influ- 
ence and help on the prospect. There 
was one case not very long ago where 
after selling the manager of a textile 
concern $100,000 of insurance in three 


| different sales, he introduced me to his 


assistant, to whom I sold $15,000. } 


| am now working on down the line and 





look 
I 


The 
to 


the 
point 


prospects 
was that 


good. 
attempt 


very 
did not 


go after anybody else in this concern | 


until I had sold the manager all the 
insurance I could, and therefore I 
could go to his assistant and tell him 
that his manager was now carrying | 
almost the limit in the company. 
feel certain that this influenced him a | 
great deal in purchasing his insurance 
from me. 


One’s Sources of Prospects 
Must Be Developed 


We have a man in our organization 
who came to our city practically a! 





“A leaflet just issued by the Detroit 
Life carries out this idea of ‘show him.’ 
| A comparison is made between the fire 
insurance carried and the life insurance 
not carried, the figures being extended 
to the margin in red ink. For instance, 
the salesman figures for the prospect 
that his house or stock of merchandise 
has a value of $12,000 and is insured 
for $10,000. This, he points out, is good 
judgment, as only one building or one 
stock of merchandise out of 1,286 burns, 
on the average. 

Question of Life Insurance 


'_-= = — . 
“Then he takes up the question of life 
insurance. ‘If your wife and children 
possessed property worth five to ten 
times as much as your house or stock 
|}and the percentage of loss would jbe 
greater, you would think it good judg- 
ment to protect them against the loss, 
wouldn’t you? 

“Well, you are 35 and you have 25 
years ahead of you. If you are netting 
$2,000 a year your 25 years have a value, 
even without a normal increase of 
$50,000 and yet you haven’t: Msured it, 
although you feel it necessary to insure 
$12,000 worth of building for $10,000. 
And we not only insure the $50,000, 
but will pay you yourself an income 
for life if you become disabled.” 

Proposition Is Half Seld 


When you have these figures before 
him, the $12,000, the $10,000 and the 
$50,000 in black and white, you have 
your proposition half sold, and it won't 
be for any little one thousand dollar 
policy either. 

The point is also well brought out 
in the leaflet that the fire may occur 
only once in 1,286 coverages, but the 
life loss must come in every Case. 


stranger about three years ago. By 
making himself acquainted, joining one 
or two inexpensive clubs, he developed 
his centers of influence to such an ex- 
tent that he wrote $70,000 the second 
month he was with us. Today he is 
one of our best. producers. 


Endless Chain Method 
Yields Best Prospects 


Develop first your center of influ- 
ence—your clubs, your organizations, 
the friends you entertain, or who en- 
tertain you, and the firms where you 
can Start at the top and work down- 
ward.” These branch out as a system 
of prospecting which may lead to some 
cold canvassing but out of which event- 
ually you are able to start the endless 
chain method, yielding you best pros- 
pects and policyholders. 
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The Columbian National Life 


Insurance Company 
ARTHUR E. CHILDS, President BOSTON, MASSACHUSETTS 





Columbian National Agents are in a position to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest companies in the country, having 
ample capital, surplus and highest standard of reserves. 








NORTHERN STATES LIFE 


INSURANCE COMPANY 


Minneapolis, Minn. 


F. W. DALTON, President 





Write Home Office 
Exceptional Contracts. | Some Choice Territory 








BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 


WINTHROP M. CRANE, Jr., President 


This Company has always pursued those policies in the conduct of its business that 
have ie it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Has always extended reasonable assistance and encouragement to its representa- 
tives to develop and hold their business. 

Its oalay contrat give to each individual insurer full protection, safe-guarding, 
at same time, the interest of all policyholders. 

FREDERICK H. RHODES, Vice-President 














JOHN BARKER, Vice-President 








IF YOU ARE STRONG ENOUGH TO STAND ALONE 


Secure a contract with California State Life and receive the full com- 
mission on your business without reduction to take care of the expenses 
of superintendence and losses from advances to weak salesmen. 

Exceptional opportunities for capable, experienced salesmen. Attract- 
ive first year commissions and liberal renewals. References required. 
No advances. 


Write to: 
J. R. Kruse, Vice-President 


CALIFORNIA STATE LIFE 


Sacramento 











THE CASUALTY REVIEW 


A Monthly Magazine on How to Sell Accident 
and Health Insurance. Only $2.00 @ year. 


1362 INSURANCE EXCHANGE, CHICAGO 














OHIO ASSOCIATION TO MEET 





Life Underwriters of State Will Hold 
Annual Gathering at Columbus 
on Jan. 6 





The annual meeting of the Ohio As- 
sociation of Life Underwriters will be 
held at the Chittenden hotel in Co- 
lumbus, Jan. 6. Officers will be elected 
and plans for needed legislation dis- 
cussed. Delegates are expected from 
practically all of the 14 local associa- 
tions represented in the state body. 

The Ohio association now comprises 
a larger number of locals than any other 
state. E. B. Hamlin of Cleveland has 
served as president and Henry A. Stout 
of Dayton as vice-president since the 
state association was organized three 
years ago. 


Wm. H. Kingsley Loses Daughter 


PHILADELPHIA, PENN., Dec. 29. 
—The holiday season was saddened for 
William H. Kingsley, vice-president of 
the Penn Mutual Life, by the death 
of his daughter, Mrs, John Bromley, 
on Sunday this week at her home in 
Philadelphia after several months’ ill- 
ness. She is survived by Mr. Bromley, 
who is a leading manufacturer, and 
three young children. The Penn Mu- 
tual employes sent a beautiful floral 
tribute for the funeral Wednesday. 


Equitable’s Los Angeles Plan 


Mark C. Meltzer, inspector of the 
western agencies of the Equitable Life 
of New York, is visiting Los Angeles 
on business for his company in connec- 
tion with the establishment of multiple 
agencies in that city, Jan. 1. He went 
to San Francisco to spend Christmas 
with friends, after which he planned to 
return to Los Angeles and make that 
his headquarters for some time. Na 
announcement has yet been made as to 
who will be appointed manager of the 
branch agency. 


American Convention Assessment 


Owing to a typographical error in a 
recent issue the assessment agreed upon 
by the executive committee of the 
American Life Convention for the ensu- 
ing year, was misstated. The assess- 





Annual Meeting at San Antonio 
Next September 





Commissioner Scott of Texas is al. 
ready arranging the program for the 
National Convention of Insurance Com. 
missioners to open in San Antonio 
Sept. 14, 1925, and to continue several 
days. A visit to the famous Rio Grande 
Valley is to be made, as well as to 
Brownsville, Tex., and Matamoras, 
Mexico, the latter place being reached 
Sept. 16, which is the great gala day of 
independence in the southern republic, 
akin to the Fourth of July in this coun- 
try. It will be the first visit to Mexico 
of many of the commissioners and their 
aides who accompany them. 


Granted Business Extension 


Permission has been granted by the 
New York department to the Equitable, 
Metropolitan and the Travelers to write 
an additional 10 percent of the maxi- 
mum amount of new business which 
these companies were authorized to is- 
sue last year. Like authority had al- 
ready been given the Aetna, John Han- 
cock and the Prudential. 


Make Month’s Record of $4,500,000 


L. D. Drewry & Co. of Cincinnati, 
state agents for the Mutual Benefit, are 
closing December with the _ greatest 
amount of written business on their 
books in the history of the agency. The 
figures will probably be in excess of 
$4,500,000 when they are finally checked 
up, or about three times the averave 
business per month. The agents have 
been divided into teams, and each has 
been set a quota gauged by the ability 
of its members. The production is 
quite evenly distributed among all of 
the members, and no team is depending 
for success on the brilliance of star 





producers. 


Connecticut Mutual Conference 


The general agents conference of the 
Connecticut Mutual that was to have 
been held at the Edgewater Beach hotel 
in Chicago, early in January has been 





ment effective Feb. 1, 1925 is $3.50 per 
million, instead of $5 per million that 
prevailed in the present year. 
. , 
Agency Directors to Meet 
The annual conference of the agency 
directors of the New York Life will be | 
held at Daytona, Fla., Jan. 6. 


Lamar Life Building Completed 


The new 11-story building of the 
Lamar Life at Jackson, Miss., has now 
been completed and is being rapidly oc- 


cupied by offices and business enter- 
prises. Formal transfer of the Lamar 
Life interests will be made early in 
the vear. 


Holcombe Will Speak 
J. M. Holcombe, Jr., of the Life In- 











surance Sales Research Bureau, will ad- 
dress the Union Central general agents 
and managers at their convention at 
Cincinnati Jan. 19-20. While his sub- 
ject has not yet been announced, it 
will undoubtedly cover some of the 
many phases of agency management. 





| nell, 


postponed to Feb. 4-6. 


Life Notes 
Gerald S. Nollen, vice-president of the 
Bankers ife of Des Moines, has been 


elected an honorary member of the Busi- 
ness Club of Grinnell College at Grin- 
Ta. 


George W. Anderson, life insurance 
agent at Evansville, Ind., was one of the 
main speakers before the last meeting 
of the Kiwanis Club at Boonville, Ind. 


Robert J. Cornelius has been appointed 
district manager for the Security Mutual! 
Life at Norfolk, Neb., to cover nine coun- 
ties in the vicinity of Norfolk, Neb. 
though his headquarters will be in New- 
man Grove, where he has been a rest 
rent for some time. 


For the benefit of disabled war vet- 
erans in the National Soldiers Home I” 
Milwaukee choristers from the North- 
western Mutual Life sang Christmas cat 
ols of all nations on Christmas eve. 


Fred Baker of Evansville, Ind., for- 
merly secretary and actuary of the 
Cleveland Life, author of a booklet ¢n- 
titled “Systematic Budget Plan to Pay 
Life Insurance,” has received a request 
from Harvard University for a copy - 
the book to be plaéed in its library ‘° 
the graduate school of business admin 
istration. 

———«,— 





Do you make use of the medium thru which you 
can reach thousands of interested insurance men? 
National Underwriter want ads are result getters. One 
inch, one column wide, one time, Five Dollars. 1362 


Insurance Exchange, Chicago. 
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COMMISSIONERS TO MEXICO 





Trip Across Border Will Be Feature of 
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